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Agents Welcome: 
Choice of Jones 
As New President 


National Ass’n Feels Kansas City 
Man Is Well Able to Cope 
With Big Problems 


ATTACKS HELP ASSOCIATION 


Letters to “Journal of Commerce” 
on Junking Agency System Pro- 
duced a Healthy Reaction 








The convention of the National Asso- 
ciation of Insurance Agents last week 
in Kansas City had a great deal of high 
tension about it. There seemed to be 
an impression that lightning would strike 
the Amercian Agency System unless 
rods were put up, but just how tall the 
rods should be, and where they should 
be placed was the great problem. 

The agents left the convention with 
a more comfortable feeling than when 
they arrived. The fact that Cliff C. 
Jones, of Kansas City, is the new pres- 
ident has something to do with it. He 
is regarded as the man for the job, and 
there was great relief among Associa- 
tion leaders when he and his brothers 
finally gave up their opposition to Cliff 
Jones taking the presidency. He is per- 
sonally a large producer of insurance. 


Full Discussion Welcomed 


It was comforting, too, for one agent 
to hear the views of so many agents 
on wholesale automobile insurance, as 
voiced in the committee rooms. Not 
all the agents were pessimistic about it 
by any means. Already individual agents 
have figured out how they can hold 
their own in this competition. The 
resolution adopted did not name any car 
manufacturer. It was decided that what 
was wanted was an elastic resolution 
which was based on fundamentals and 
could be made applicable to any case. 

The biggest news developing in the 
convention was the disheartening knowl- 
edge that the Dodge and other manu- 
facturers had gone into the insurance 
game; in other words, that some other 
manufacturers were following the Chrys- 
ler lead, 

The floor discussion was unusually 
good, in view of the fact that it was not 
Stage-managed. A large variety of 
questions was discussed; the same men 
did not speak all the time. 

Thomas C. Moffatt, the chairman, was 
extremely happy in making the speak- 
ers feel at home and in inspiring them 
to do their best. One of Mr. Moffatt’s 
favorite expressions is: “That’s a new 

(Continued on page 15) 























PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


Indemnity Company 
75 Maiden Lane, New York 
























































Satisfied Policyholders 


More than 67% of all insurance written 
by this company since 1867 is still in force 
today. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 





OF IOWA 
Home Office: Des Moines 




















Another Forward Step 


The Salary Savings Plan opens a new and broad field of life insurance 
ompany has adopted it, and thus maintains its 
front-rank place among the progressive companies whose leadership has 
been gained by vision and initiative. 


This Plan gives life insurance at its best to groups of ‘salaried em- 
ployees and wage-earners in return for monthly premium payments. 


Always room in this organization for men and women who have the 
forward look, and who work with intelligence and industry and in- 
tegrity. Unexcelled service, together. with three fine monthly agency 
publications and first-class advertising literature, supply our representa- 
tives with an unsurpassed equipment. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 


distribution. This C 


Details of New 
Savings Bank and 
Insurance Scheme 


Royal Indemnity With Life Com- 
pany to Underwrite Death and 
Disability Factors 


MANAGED BY SERVICE CO. 








Ordinary Life Policy Used; With- 
out Medical Examination; 
Ordinary Life Rates Apply 





The Royal Indemnity, together with a 
life company to be announced later on, 
will handle the life and disability features 
of the plan to be used by savings banks in 
New York to increase bank deposits that 
was described in a recent issue of THE 
EASTERN UNDERWRITER, according to an 
officer of the Weston-Jones Agency of 
New York, which is a service company 
organized to act in conjunction with the 
banks and the insurance companies to 
further the interests of thrift with insur- 
ance protection to the public. 

How Insurance Will be Used 

According to the plan a life company 
will handle the life insurance and in 
case of a depositor’s death will pay to 
the beneficiary the balance of the 
amount he has obligated himself to save. 
In the event of disability, either as a 
result of accident or sickness, the Royal 
Indemnity will make his regular deposits 
as long as his period of disability lasts. 
Insurance will be issued to men and 
women between the ages of sixteen and 
fifty-five, married or unmarried, and 
without medical examination. 


Depositor Agrees to Save Specified 
Amount 


According to the plan the depositor 
must agree to save a certain amount 
within a specified time by depositing at 
regular intervals a stipulated sum, either 
monthly or weekly. The fulfilment of 
the agreement is guaranteed under all 
conditions other than inability to fulfil 
his obligation due to unemployment, 
assignment of his account or voluntary 
withdrawal, as a depositor will be per- 
mitted to withdraw his account at any 
time he desires. If the account should 
be closed the insurance will automatically 
cease and the depositor will receive his 
regular rate of interest, less the sum 
that will be deducted for the pro-rata 
time the insurance was in effect. 

The banks plan an extensive campaign 
in New York and its environs through 
advertising and concerted effort in fac- 
tories, shops and/ offices. 


Ordinary Life Policy Used 








——— | 





A regulation ordinary life policy and 
(Continued on page 27) 
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BROADCAST NO. 18 








EVENING LIFE INSURANCE 
TRAINING COURSE 








Hart and Eubank, General Agents of the Ztna Life Insurance 
Company, announce the opening of the Evening Training 
Course in Life Insurance on Tuesday evening, October 
20th. The course is free to the first forty men or women 
of character and ambition who register. 


. The Evening Training Course is intended especially for brokers 


and for men who are interested in life insurance, but whose 
time is so taken up during the day that they could not 
attend day classes. 


. The sessions to be held Tuesday and Thursday nights of each 


week from 5:45 to 7:30. There will be two 45-minute dis- 
cussions with a short rest period in between. The course 
will continue two nights each week for six weeks. 


Those taking the course will not be obligated to Hart and 
Eubank or the tna Life Insurance Company. 


The course will be conducted by Raymond G. Gregory, head 
of the Training Department of the Hart and Eubank 
Agency of the 2tna Life, and his assistants. Mr. Gregory 
has not only made a success as a life insurance salesman, 
but has served on the faculty of the Life Insurance School 
of the University of Pittsburgh in association with Dr. 
Charles Rockwell, one of the foremost life insurance 
instructors in America. 


For further information call Mr. Gregory at Beekman 9000, or 
write him at 100 William Street, care the Attna Life. 


HART & EUBANK, General Agents 
AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA” 
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Nearly 700 Present 
At Agents’ Meeting 


FRANK L. JONES MAKES TALK 





New National Ass’n Head Faces Record 
Breaking Attendance; Bragg and 
Scott Speak 





With nearly 700 members present the 
opening dinner-meeting Tuesday even- 
ing at the Hotel Astor of the Life Under- 
writers Association of New York for the 
1925-1926 season broke the attendance 
records of any meeting in the history of 
this popular association. The Belvedere 
dining room on the Astor Roof was 
packed and it was necessary to use amp- 
lifiers to carry the speakers’ voices to the 
ends of the room. Frank L. Jones, man- 
ager of the Equitable Life at Indianap- 
olis, and newly elected president of the 
National Association of Life Underwrit- 
ers, spoke and was pledged the unani- 
mous support of the New York Associa- 
tion for his administration. 

James Elton Bragg, vice-president of 
the Manhattan Life, and former execut- 
ive secretary of the Life Underwriters 
Association, made the principal selling 
address. His talk was so well received 
that when he asked for extra time he 
quickly got it and the meeting did not 
close until a half hour after the custom- 
ary adjourning time. John H. Scott, gen- 
eral agent of the Home Life, was the 
other speaker. 

The business practices committee re- 
ported through former chairman W. R. 
Collins that it had investigated thirty 
important cases last year, and won most 
of them. He described only three of 
them. Two dealt with rebating. In one 
case an assured gave his check for the 
net premium, thus giving actual evidence 
of rebating and although he plead guilty 
in General Sessions his plea was not ac- 
cepted and on trial he was acquitted. But 
Mr. Collins promised that same man 
would never. seek a rebate again, and he 
did pay the full premium after being 
caught. 

The third case Mr. Collins outlined was 
a twisting case in which an agent lost 
his license with all the companies with 
whom he placed business after he had 
been caught twisting policies. 

President Jones of the National Associ- 
ation devoted his talk to seeking support 
and cooperation from the agents for the 
association. By being in the association 
and aiming for the highest planes of en- 
deavor an agent helps his fellow agents 
to come up in their work Mr. Jones said. 
He also declared that the meeting Tues- 
day represented the largest number of 
men and women ever seen at any local 
gathring. 

Mr. Scott of the Home Life, who was 
formerly athletic director at a Y.M.C.A. 
in Brooklyn, outlined one of his favorite 
selling talks, his father and son plan. 
Learning that a man has a young son 
about fifteen years of age Mr. Scott ap- 
proaches him with the statement that the 
son will need life insurance some day for 
the same reason that the father is car- 
Tying it now and the son can get it for 
half the price because of his youthful age. 
Knowing that fathers are interested in 
getting their sons to save money he has 
good success with this particular scheme. 

Going into the insurance details Mr. 
Scott said he advised a $10,000 plan on 
the following basis: $2,000 each for 15, 

, 25, 30 and 35 payment life policies, so 
that when the assured becomes fifty 
_ ot age he has the full amount paid 

Vice-President Bragg of the Manhat- 
tle gave one of his characteristic 
ne selling talks which went over big. 
He put his talk in story form and told 
ow the incompetent agent fails to suc- 
ceed because he gives no service, merely 
“pane! a few premiums handed out as 
os = a The competent agent, 
send er hand, is the counselor of the 
iline 7 = expertly guides him in pro- 
* silo s to take care of all his per- 
c Si plans, his family, his debts, 
tgs less connections and charities, So 

in case of untimely death his life 





Phone 
Cortlandt 2030 





‘ New England Mutual Life 


Foreign Travel Business 
South America—China—Japan—India 
At standard rates (Life 20) 


For sixteen years the brokers’ office 


BALDWIN 


5th Floor (Entire) 


5 Maiden Lane 
5 Seconds from Broadway 








Phila. General Agents 
Take Training Course 


JOHN W. CLEGG AMONG THEM 





Eighteen of Philadelphia Leaders En- 
roll under Dr. Huebner as Example 
to Agents of the City 





Eighteen general agents of Philadel- 
phia, including the leaders in production 
of the city, announced that the first 
autumn meeting of the Life Underwriters 
Association there that they had enrolled 
as students in the life insurance train- 
ing course under Dr. S. S. Huebner at 
the University of Pennsylvania. John 
W. Clegg, of the Penn Mutual, ex-pres- 
ident of the National Association of Life 
Underwriters has also enrolled. 

The general agents, teachers them- 
selves of life insurance, will become stu- 
dents for post-graduate purposes and to 
encourage their salesmen. They include: 

Guardian Life; James M. Blake and J. 
Mortimer Darby, Massachtsetts Mutual; 


David W. Donley, Travellers; Benj. 
Freidfelder, Scranton Life; Eugene 
Jordan, Sun Life of Canada; Frank 


Lombar, Columbian National; J. Ren- 
wick Montgomery, Phoenix Mutual; 
George E .Ott, Equitable of New York; 
Frederick G. Pierce, Connecticut Gen- 
eral; Everett Plummer, Berkshire; 
George F. Schilling, Union Central; C. 
B. and H. M. Taylor, Northwestern Mu- 
tual; Allan D. Wallis, Equitable of Iowa; 
J. Elerick Willing, State Mutual and 
Frederick G. Woodworth, John Han- 
cock. 

J. William Clegg, retiring president of 
the National Association of Life Under- 
writers gave a most interesting word 
picture at the meeting of the recent Na- 
tional Convention in Kansas City. Allan 
D. Wallis painted in glowing terms the 
advantages of study and further educa- 
tion in life insurance salesmanship as 
carried on by the Wharton School at the 
University of Penna. 

M. Nelson Bond, general agent for the 
Travelers’ Insurance Co., Baltimore, Md., 
spoke on “Personal Organization,” and 
John Howard Jefferies, assistant to the 
vice-president of the Penn Mutual Life 
discussed “Human Relationships.” James 
M. Blake made an ideal presiding of- 
ficer, being very happy in his remarks 
incident to the introduction of the 
speakers. 








ambitions are carried through to comple- 
tion. 

One good point made by Mr. Bragg 
was that mere capitalization of person- 
ality will not carry an agent through life. 
He may be a tennis or football star, or 
otherwise have gained fame, but he must 
give real service to prospects to stay in 
the life insurance game. 


VERNON B. SWETT DEAD 





Vernon B. Swett, Boston, Mass., gen- 
eral agent of Provident Mutual Life, 
died in Boston this week of heart 
trouble. He had been general agent ot 
that company since 1911 and is well 
and popularly known in life insurance 
circles throughout New England. 








Distinctive Agency Service 


The Mutual Benefit through its educational 
methods affords every opportunity to its rep- 
resentatives to so fit theniselves that they may 
be competent to give sound advice to their 
clients along Life Insurance lines. 


THE MUTUAL ‘BENEFIT LIFE 
INSURANCE COMPANY 


Organized 1845 


Newark, New Jersey 








122 Applications In 
One Day New Record 


BY GEORGE COWTON OF OMAHA 





Equitable Society Representative Closes 
Each Case With Conditional Receipt; 
Amount $200,841 





On Tuesday, September 29, George 
Cowton of Grand Island secured 122 
applications for life insurance on 122. 
separate lives, and, in each case, Con- 
ditional Receipt was issued, settlement 
being taken, either check or note. On 
over 70 of these cases the medical ex- 
amination was completed on the same 
day. The following is the plan that was 
used: 

On September 19, there were 250 let- 
ters gotten out to personal friends, in 
which was outlined a determination to 
break the world’s record on number of 





GEORGE COWTON 


applications written in one day and sol- 
iciting their help to put it over. During 
the following week George ran an ad in 
the local paper every day and called on 
a list of men, telling them about the 
plan, that he was going to call on them 
on Tuesday for an application. He dis- 
carded the men who said “no” and kept 
a definite list of the men who said “yes” 
or were doubtful. On Tuesday morning 
he started out with his list routed so that 
he could get to them as quickly as pos- 
sible. His first application was se- 
cured at 6:45 A. M. and from then on it 
was just a case of “seeing men” so that 
at 9:00 o’clock that night, 122 applica- 
tions had been secured. 

George has been with the Equitable 
fifteen years. In 1916, 1917, 1918 he was 
a member of the Century Club, in 1919, 
1920 and 1921, quarter million, 1922, $150, 
000, in 1923 and 1924 Quarter Million, 
and he has already qualified for the 1925 
Century Club. 

George has been a very consistent pro- 
ducer and has been a member of the 
app-a-week club since November, 1919, 
having at least one application every 
week since that time. 

The above record was made in honor 
of the visit of Agency Vice President 
F. H. Davis to the Omaha Agency. 





MRS. B. P. HOLMES HURT 





Mrs. Bayard P. Holmes, New York, 
wife of President Bayard P. Holmes of 
the Hooper-Holmes Company, 80 Maiden 
Lane, New York City, was blown over 
in the street during the recent storin in 
New York City and seriously hurt. 





LED FIELD IN FIRST MONTH 


P. K. Banks, of the Raleigh, N. C., 
agency of the Atlantic Life, led the field 
in September during his first month of 
service with the company, his contract 
having been signed September 1. As a 
result of leading the field, he became 
head of the President’s Club. He paid 
for applications writter. on thirteer. dif- 
ferent lives during the month. — 
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THE -PRUDENTIAL’S FIFTIETH ANNIVERSARY 





Leaders In All Fields 
Gather for Ceremony 
PRESIDENT DUFFIELD’S MESSAGE 


Over 2,500 In Old Guard Hear Tribute To 
John F. Dryden; Nation-wide 
Celebration 





A brilliant array of talent, represent- 
ing the financial, insurance, industrial and 
academic worlds, was gathered on Tues- 
day at the home office of The Prudential 
to participate in the fiftieth anniversary 
exercises. At the same time 20,000 mem- 
bers of the company’s field force 
throughout the country observed the an- 
niversary at sectional meetings. The ob- 
servance consisted of two ceremonies, 
the first at one o’clock in the afternoon 
when President Edward D. Duffield and 
his executive associates were hosts to 
over four hundred guests at a buffet 
juncheon. Mr. Duffield was joined by 
Charles G. Dawes, vice-president of the 
United States and Senators Walter E. 
Edge and Edward Edwards of New 
Jersey, in receiving the honor guests, 
among whom was Haley Fiske, presi- 
dent of the Metropolitan Life. Follow- 
ing the luncheon the ceremonies were 
transferred to Salaam Temple, Newark, 
where more than 3,000 persons heard 
the speakers of the day. 

This audience was composed of over 
2500 members of The Prudential Old 
Guard, some of whom have seen forty 
years of service. In addition the entire 
.field force in Essex County was present. 
The old guard has for its membership 
men and women employes who have been 
on the rolls five years or longer. They 
occupied a picturesque section of the 
assembly and as President Duffield arose 
to greet them the scene was made doubly 
effective by the simultaneous salute to 
him of over 2,500 American flags—a 
moment which President Duffield might 


well consider one of the proudest in his 
life. 


Old Guard Veterans 


The present membership of The Pru- 
dential Old Guard throughout the 
‘country is 10,905. Its oldest member, 
Peter Egenolf, forty-six years in the 
company’s service, was occupying a seat 
of honor at the ceremony. Mr. Egenolf 
started as an agent in Elizabeth, N. J. 
on November 10th, 1879 and at the pres- 
ent time is in the capacity of special 
superintendent. Conrad V. Dykeman, 
who came to the company on December 
15, 1879, was greeted by President Duf- 
field as that “grand old Prudential man.” 
He is at present superintendent of the 
Long Island City District. Mr. Dyke- 
man’s honors in point of service are 
shared by Miss Ida C. Crane, who joined 
The Prudential at the same time. Miss 
Crane started as a clerk, has been head 
of several departments at the home of- 


Nae is now doing special personnel 
work, 


Duffield Praises John F. Dryden 
In an opening word of welcome which 





was as sincere as it was cordial President 
Edward D. Duffield launched into his 
address, reviewing the progress of the 
company from its early days. In particu- 
lar he stressed the part played by Sen- 
ator John F. Dryden, the third president 
of The Prudential, who came to Newark 
to launch a new enterprise. At the time 
of its organization in October, 1875, The 
Prudential started out with an annual 
office rent of $700 a year as compared 
with the present rent roll of $1,227,901. 
Bank fittings for its first home were 
purchased for $70; the president’s salary 
was fixed at $150 per month, the sec- 
retary’s at $100 per month, while the vice- 
president was paid $50 per month. The 
following year Mr. Dryden was awarded 
$250 to cover his expenses to London 
and return so that he could go over the 
files of the Prudential of London for 
new ideas and methods of doing business. 
As a result of this trip, he brought back 
forms and methods successfully used by 
the London company and adopted them. 
In 1881 Mr. Dryden was elected to the 
presidency, succeeding Noah F. Blanch- 
ard. 

“He had been its inspiration since its 
foundation,” said Mr. Duffield, “it being 
his plan, his scheme and his method 
which had launched this struggling in- 
fant institution with but $5,900 of cap- 
ital and had built it up until he finally 
became president.” 

“And so upon the 25th anniversary of 
the company, it is not surprising to find 
Mr. Dryden congratulating the field 
force upon the fact that the assets of the 
company had grown to $40,000,000, con- 
gratulating the field force upon the fact 
that in the year just concluded, that of 
1900, The Prudential Insurance Com- 
pany of America, had written more in- 
surance than any other company in the 
world, although with his usual caution 
he said that that was denied in some 
quarters.” 


Early Ideals Still Respected 


“However, Mr. Dryden outlined at that 
time and I wish again time permitted me 
to read to you from that speech of his, 
those policies which had been adopted 
by The Prudential from its inception and 
to which he gave credit for its success. 
He referred to the fact that it had always 
been the practice of The Prudential to 
perform more than it promised, and he 
called attention to the fact that the early 
policies of the company were written 
subject to the rules of its board of di- 
rectors now adopted or hereafter promul- 
gated. Nothwithstanding that clause his 
field force was able to sell those policies 
and to keep a satisfied body of policy 
holders. 

“He referred to the fact of retroaction, 
that no benefit which the company found 
it could successfully write into its new 
policies had been denied to itg old policy 
holders, and that wherever it found an 
opportunity for advancement, it gave 
the new and old the benefit alike. He 
referred to the policy which had always 
been that of the company of security 
first and liberality second, and he re- 
ferred to the fact that they had always 











had an open-minded Board of Directors. 

He said, and these are his words, 
“Wherever there has been an advance 
there you will find The Prudential. If 
it be original with us, well and good. If 
it was conceived by some one else, we 
were not too proud to give our policy 
holders the benefit thereof.” 

“He gave there the recognition that al- 
ways will be, always must be given to 
those men who enlisted with him in the 
early days, those men whom his genius 
had inspired, those men whose loyalty 
he had tied to him with strands like iron, 
who had stood by this organization in 
good days and bad, who had ‘done its 
work when it was unknown, who had 
carried it forward to a point where its 
success was unquestioned. 

“Senator Dryden, for the year ending 
December 31, 1900, in speaking to the 
Board of Directors, used the following 
language: “Forty millions of dollars as 
a sacred trust fund for the protection of 
policyholders of the Company, involves 
large and peculiar responsibilities. But 
when we consider that the Company’s 
policy contracts now amount to more 
than 4,000,000 in number, we can quite 
understand that no evil could happen to 
our Company without shocking the moral 
sense of the whole country. Upon us, to 
whom is entrusted the charge of faith- 
fully administering the affairs of the 
Company the responsibility becomes act- 
ually oppressive. That we shall prove 
true to our duties, I fondly hope and 
fondly believe. 

“Senator Dryden was succeeded by his 
son, Forrest F. Dryden, whose admin- 
istration was carried along on exactly the 
lines which his father had laid down, and 
it is to the everlasting credit of his 
administration that the hope of the 
father was realized in the administration 
of the son, and that this great company 
and all that it meant, and all that it was, 
was placed forever securely in the hands 


of those who had made it, its policyhold- 
ers. 





The Prudential’s Growth in 
25 Years as Given by Duffield 


Indicating the progress of The Pru- 
dential from 1900 to 1925, the following 
approximate figures were given by Pres- 
ident Edward D. Duffield at the fiftieth 
anniversary exercises on Tuesday: 

In 1900, this Company had, roughly, 
$36,000,000 assets; today it has $1,197,- 


000,000. In 1900, we had in force 3,000- 
000 industrial policies; today, we have 
23,117,000. We had then an industrial 
debit of $346,000. Today we have an in- 
dustrial debit of $3,470,000. Then we 
had 125,000 ordinary policies; today we 
have 2,648,000. Then we had ordinary 
policies in force insuring 137,000,000; to- 
day we have those insuring 4,272,000,000. 
We had then in our field force 9,000; 
today we have 17,000. We had in our 
home office then 1,000; now we have 
6,000. We then had an industrial pre- 
mium income of $12,000,000; today we 
have an industrial premium income of 
$130,000,000. Then we had an ordinary 
premium income of $3,000,000; today it 
is $94,000,000. Our total income was 
then $17,000,000; today it is $276,000,000. 
We then made an increase in our debit 
of $31,000; today we have made an in- 
crease of $326,000. We then had mort- 
gage loans aggregating $11,000,000; to- 
day we have mortgage loans aggregating 
$591,000,000. 





Old Guard Membership at 
Prudential Home Office 


There are 1,587 women and 927 men 
in the home offices of The Prudential 
who have been in the employ of the 
company more than five years; 115 in 
the printing department of the Warren 
street building and 121 in the real estate 
department, or a total of 2,550. Of the 
total, 114 men and forty-three women 
have had more than twenty-five years; 
seventy-three men and forty-two wom- 
en more than thirty years; sixteen men 
and nineteen women more than thirty- 
five years; five men and three women 
more than forty years, and one man and 
one woman more than forty-five years. 





Complete News Story of 
Prudential Meeting In an Hour 
Among other things noticed at The 

Prudential’s fiftieth anniversary exercises 
this week was the speed and ease with 
which the company’s information service 
department in charge of Lupton A. Wil- 
kinson got out press matter for the news- 
papers. As fast as the speeches were 
taken down by a stenotype operator, 
they were rushed back-stage where five 
transcribers and a mimeograph operator 
put the proceedings into shape. An hour 
aiter the meeting had convened the 
complete news of The Prudential’s 
golden anniversary was speeding to 
newspapers all over the country. 





What Do 


All three are important, of course. 
the policy is especially so. 


You Sell 


? 
Service, Company, or Policy li 

? 

? 


—which 


But to our mind 
{f you agree that the 


actual contract itself is deserving of careful attention 
and comparison on the part of the agent, we invite 
you to consider seriously the United Life policy, “A 


Policy You Can Sell.” 














TO HELP YOU 


__ Telephone Information Service—Current Rates, Dividends, Cash 
Values, ete., of this or any other life insurance company. When your 


prospect asks you a “sticker,” “sit tight,” call Hanover 0540 and ask for 
“Information.” 


Accidentat Benefits $50 per WEEK. 
Also Disability Income, Waiver of Premiums, etc. 


| ALL IN ONE POLICY | 


If there is an opportunity open in your town, our 
Vice-President, Mr. Eugene E. Reed, will tell you 
all about it. Write him direct—and directly. 








Late Afternoon Educational Forum—Be home in time for dinner, 
but hear authorities on “Life Insurance Specialties” on Mondays and 
on “Building a Profitable Life Insurance Business” on Thursdays. 


re cements, October 22. Only three-quarters of an hour—5:30 to | J N I i I : D I 4 I [ I 
15 P. M, 


P. M. FRASER, General Agent AND ACCIDENT INSURANCE COMPANY 


The Connecticut Mutual Life Insurance Company Concord New Hampshire 
149 BROADWAY ROOM 614 NEW YORK CITY q | | 














a | 





Inquire! 
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Big Audience Dazzled 
by Oratorical Talent 


FAME OF PRUDENTIAL STRESSED 





Hear Hibben of Princeton; Hon. R. H. 
McCarter; Hardin of Mutual Benefit 
and Ex-Governor Stokes 





Dr. John Grier Hibben, president of 
Princeton University, who was _ intro- 
duced as the second speaker at the ex- 
ercises, seemed considerably at home 
with President Duffield due to the fact 
that The Prudential’s chief is a son of 
Princeton and his father, the late John 
T. Duffield, a professor there. In fact, 
Dr. Hibben in his opening remarks 
said that he as the representative of 
Princeton might possibly play the role 
of the academic father to President 
Duffield and his company. Continuing 
he said, “We have always regarded The 
Prudential as a state institution first and 
foremost, belonging to New Jersey, be- 
longing to us, not limited in its scope, 
however, north and south, east and west, 
throughout our land, a national institu- 
i on | ES 
tion.’ 

His Suggestion to Prudential Directors 

In a biography published this summer 
by Professor Collins, the secretary of 
Princeton, about John Witherspoon, an 
early president of the university, he has 
dedicated his preface to Edward Duf- 
field. “It seems,” said Dr. Hibben, “that 
when Mr. Duffield was a classmate of 
Proiessor Collins he gave a great speech 
on Jonathan Edwards. Very happily he 
characterized it as ‘Scotch granite,’ 
Jonathan Edwards having. come to us 
from Scotland. That speech made a 
strong impression on Mr. Collins’ mind 
because I believe it was delivered sev- 
eral times during Edward Duffield’s 
academic career. : 

“Be that as it may, after a generation 
had passed Mr. Collins writes this beau- 
tiful tribute to Edward Duffield, saying 
it was his first suggestion of greatness of 
Jonathan Edwards that led him to de- 
cide as an undergraduate in Princeton 
to take years for the study of his life 
and some day to write a biography of 
this great man. 

“My suggestion is this: that the Board 
of directors of this company publish this 
letter of Mr. Collins addressed to his 
friend, Edward Duffield, and put that 
in the hands of every one connected 
with the great Prudential Company. I 
wish you to see it in order that you 
may know your President better. You 
know him well, but know him better. I 
wish you to see the letter also because 
it will renew your faith and confidence 
in the lasting bonds of friendship, and 
that we need today.” 


How Company Impresses McCarter 

Hon. Robert H. McCarter, an old 
friend of The Prudential, who is a for- 
mer attorney general of New Jersey, 
had an interested audience in his de- 
scription of the early days with Senator 
John F. Dryden at the helm of the ship. 
He commented particularly on the moral 
effect of the community in having 6,000 
young men and women daily meeting 
in the home office in nice surroundings, 
doing intelligent work, receiving encour- 
agement from their superiors, compelled 
to be there at a given hour in the morn- 
ing. “Once in a while,” said Mr. Mc- 
Carter, “I have had occasion to visit 
The Prudential building at about 8:30 
A, M., and what a perfect malestrom of 
girls and boys running to save that 
‘dock’ has greeted my eyes.” 

Mr. McCarter then told of the tre- 
mendous influence for good that The 
Prudential has been in teaching people 
to provide for a rainy day. In describ- 
ing this influence he said, “There is no 
scrubwoman too humble, no mechanic 
too poor, who doesn’t greet your agent 
once a week with pleasure and satisfac- 


tion, and out of the hard-earned wages, 
hand over gladly the little stipend that 
he or she knows she must pay, in order 
to meet their recurring obligations.” 

In closing Mr. McCarter paid a com- 
pliment to The Prudential’s policy in 
encouraging local investments, as well 
as its spirit of unselfishness. 


Mutual Benefit Sends Greetings 

Speaking as the chief executive of the 
Mutual Benefit, the third oldest life in- 
surance compatty in the country, Presi- 
dent John R. Hardin paid a gracious 
tribute to The Prudential when he said: 
“T can confidently assure you that every 
insurance company in the city rejoices 
with The Prudential in its wonderful ac- 
complishment, and sends tribute of high 
appreciation to this half-century celebra- 
tion. Speaking more especially for your 
older brother in the life of the family, the 
Mutual Benefit is appreciative of your 
invitation to join in this anniversary 
occasion. We have no envy of the 
more rapid growth and greater size 
which The Prudential has attained in its 
shorter life in the more extended fields 
of its cultivation. Believing, as our 
founders did, in the principle of mutu- 
ality as the highest rule of conduct in 
the development oi life insurance protec- 
tion, we feel that this day has added 
significance in its existence, advanced 
a "most to the top of the insurance worid. 

“As the pioneer in this country in the 
industrial field it has by itself and by its 
example been the exciting cause of ex- 
tending insurance protection to millions 
the older companies had made no effort 
to reach, a service to humanity of un- 
precedented beneficence. It has been 
the apostle of thrift to the industrial 
classes and has been widely influential 
in promoting systematic saving where 
beforc was thoughtless waste. It has 
balanced the budget of the wage earner 
against the inevitable calamities ot hu- 
man experience. It has substituted self- 
support and self-respect for charity and 
dependence. Its founders were men of 
vision, friends of their race, and endur- 
ing benefactors of human society.” 

Stokes in Jubilant Mood 


In introducing the next speaker, Hon. 
Edward Casper Stokes, former gover- 
nor of New Jersey, to the audience, 
Fresident Duffield said that he did not 
think there was any one in New Jer- 
sey whom the Prudential people enjoyed 
nearing more. His opinion was well j:us- 
tified, for Mr. Stokes was as humorous 
as he was forceful, bristling all over 
with pep and enthusiasm in the part he 
was playing in The Prudential’s fftieth 
anniversary. Here is his message: 

“Now that all the real speakers of 
the afternoon have concluded, you: 
President has called upon a Methodist 
to pronounce the benediction. During 
the years of my regular church aiten- 
dance—notice, the word ‘regular’ which 
is good in religion as in politics—I have 
never found any one who objected to 
the benediction. So I assume that I 
have been assigned the most welcome 
task of the afternoon, and as the youngest 
speaker of the afternoon I promise 
to make this benediction just as brief 
as the dignity of -the subject and the 
long suffering patience of the audience 
will permit. 

“T extend my greetings to the officers, 
the employees and the guests of a great 
company that rescued the Rock of Gib- 
raltar from oblivion and made it famous. 
Nor was this the only badge of honor 
conferred by The Prudential. You hint- 
ed at it, Mr. McCarter. Young man as 
I am most of these people here are my 
noys. Mr. McCarter was my attorney 
general. Mr. Duffieid was my assistant 
attorney general. I wish I could claim 
the man who sits beside him, the presi- 
dent of the Metropolitan, as one of my 
children, but he escaped me somehow. 

“This is not the only badge of honor 
The Prudential conferred. It has made 
this great city of Newark a household 
word and known throughout this land 
and in every hamlet and village and 
community under our flag. It has. added 
fame to this great state of New Jersey, 
the battleground of independence.” 


Praise for Pru’s Field Force 

After dwelling on President Duffield’s 
ability as an executive, Mr. Stokes said, 
“Great as your president is, he would 
tell you that he would be tied without 
an efficient field force. No insurance 
company can prosper without agents of 
ability. If the agent is loyal and true 
and energetic, it succeeds. If he is 
unfaithful or indifferent, the com- 
pany fails. The agents are your mis- 
sionaries, Mr. President. They carry 
The Prudential banner and make it 
popular or unpopular. They seli your 
goods, and salesmanship is the highest 


(Continued on page 8) 
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AGENTS who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory stil] 
awaiting capable representatives, 
Your inquiries will have consid- 
eration. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 














-to-date respect. 
ORDINARY POLICIES contain 
PERMANENT 
are guaranteed omg 
A HOME 
ASIL S. WALSH, 


INDEPENDENCE SQUARE 





HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH te 68 years next 


birthda 
INDUSTRIAL, gyno are fn FULL IMMEDIATE BENEFIT from date of issue and 


SPECIAL DISABILITY and TOTAL AND 
DISABILITY CLAUSES « and DOUBLE INDEMNITY FEATURES, aad 
State Endorsement. 


LIFE ae § qares 


7 a OF MIND 
seit CT LOVES HIS FAMILY 


SOSEPH L. DURKIN, Seer Secretary oe uel 


—— 


P. J. CUNNINGHAM, Vice-President 
sine J. GALLAGH Treasurer 


PHILADELPHIA, PA. 




















JACKSON MALONEY 
Vice-President 








PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON- 
TRACT TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWQMEN OF SUCH TYPE WE 

HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 





A. MOSELEY HOPKINS 
Manager of Agencies - 














MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
| interested prospects—people who have written the Head Office 
} for information. 


Fidelity is a low-net-cost company operating in 40 states. 
Full level net premium reserve basis. Over Quarter of a Billion 
insurance in force. Faithfully serving insurers since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men 




















American Central Life 


Insurance Company 
INDIANAPOLIS 


Kerabliished INYY . 


All agency contracts direct with the company 
Address: 
HERBERT M. WOOLLEN, President 
a 
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Charge Mismanagement 
Of Inter-Southern 


COMMISSIONERS URGE CHANGE 





Say Money Was Diverted From Proper 
Channels; Not Criminal Perhaps But 
Highly Reprehensible They Say 





The insurance commissioners of Ohio, 
Florida, Illinois and. Tennessee were in- 
vited by the insurance commissioner of 
Kentucky to join him in an investigation 
of the business affairs, management and 
condition of the Inter-Southern Life of 
Louisville. These commissioners have just 
issued their findings which are a severe 
arraignment of the management of the 
company in which they charge the offi- 
cers with “methods perhaps not criminal, 
but which permitted some of the funds 
to be diverted from their proper chan- 
nels.” They recommend that a stock- 
holders meeting be called at once and 
directors be elected “who realize their 
responsibilities” and a set of by-laws 
be drawn up that meet the needs of the 
company. The commissioners charged 
that the old by-laws seemed to have been 
drawn to permit just such acts of man- 
agement as has been discovered. “The 
laws have been disregarded,” they said. 
The commissioners gave the present 
board of directors five days in which to 
accept or reject their findings. Their 
recommendations follow: 

“(1) A meeting of the stockholders 
should be called promptly, at which meet- 
ing this statement be read for the in- 
formation of those present. Steps should 
be taken at said meeting to elect the 
requisite number of directors to carry 
on an institution of the nature and size 
of this company. The directors who 
serve a life insurance company not only 
should realize their responsibilities but 
be able and willing to discharge them, in 
truth and in fact, as well as in name. 

“(2) The directors, in accordance with 
the insurance laws of the State of Ken- 
tucky, should proceed at once to adopt 
by-laws to meet the needs of this 
company. 

“(3) Entries of ledger assets of this 
company, as reflected in its books, must 
conform to the facts. Inflated values 
must be reduced. For the purpose of 
determining valuations to be used by 
the company and by the insurance de- 
partments, the undersigned will select 
appraisers who will report their findings 
to the various insurance departments 
without delay. If it be found that any of 
the investments are not acceptable under 
the Insurance Laws of the State of Ken- 
tucky, admissible assets of sufficient value 
must be submitted forthwith.” 

The findings says in part: 

“The laws have been disregarded. Its 
condition, however, is not such as to 
alarm the policy holders, but it is such 
as to require immediate re-adjustment of 
its financial and management policy. The 
officers and former officers of the com- 
Pany who were before us, gave uncon- 
tradicted testimony which disclosed 
teprehensible methods—methods perhaps 
not criminal, perhaps, not fraudulent in 
their nature, but which were sufficient, 
nevertheless, to permit some of the 
funds to be diverted from the «proper 
channels. 

“One chief officer of the Inter-Southern 
admitted that he holds a junior mortgage 
on certain real estate on which the 
company holds a senior mortgage, and 
Payments by the mortgagor have been 
and are being applied to the junior mort- 
Sage rather than to the senior mortgage. 

he officers says this was done by verbal 
agreement between himself and the 

ard of directors. In our opinion the 


board of directors was remiss in its duty 


if it permitted this procedure and the 
chief officer can find neither palliation 
nor excuse for this transaction. There 
is authority, both in the Bible and in the 


common law, that man cannot serve two 
Masters, 


The application of that rule 


to this state of facts shows the reason 
for the rule. 

“The by-laws in force and effect until 
a recent date are vague and indefinite, 
almost without restrictive features. It 
looks as though they were drawn for 
the very purpose of permitting to be 
done just what we find to have been 
done. It may be observed in passing 
that the by-laws now in force are not 
much of an improvement over the 
former set. 

“Some of the real estate of the com- 
pany is carried ow its books as a ledger 
item at fictitious values—much higher, 
indeed, than the real values justify. We 
do not say there have been false state- 
ments made in this respect, for the 
reason that opinions of men differ as to 
the worth of real property. Neverthe- 
less, the figures furnished by appraisers, 
chosen by the accountants selected by 
the Insurance Department of Kentucky, 
reenforced as they are by the testimony 
of some of the officers of the company 
that no depreciation account had been 
adopted by the company, support our 
statement above made that the values 
are too high.” 





DR. G. C. HALL DIES 


Dr. George C. Hall, medical director 
of the Life Insurance Company of Vir- 
ginia, died suddenly of apoplexy at his 
home on Three Chopt road near Rich- 
mond Mondzy night of this week, aged 
57. He was engaged in raising windows 
of his bed room preliminary to retiring 
when fatally stricken: He was born in 
Lowell, Mass. He studied medicine at 
Harvard Medical College. Subsequently 
he took a graduate course in Vienna. 
He became medical director of the Life 
Insurance Co. of Virginia twelve years 
ago. Besides a widow, he is survived 
by two sisters and one brother. The 
funeral was held Wednesday afternoon 
from St. Paul’s BProtestant Episcopal 
Church, Richmond, with interment in 
that city. 





FRASER FORUM OPENS OCT. 22 


The late afternoon educational forum 
of the Peter M. Fraser Agency, Connec- 
ticut Mutual in New York, will open 
on October 22 instead of October 15 as 
previously planned. A feature of the 
forum this year will be the short ses- 
sions, three quarters of an hour, twice 
a week, the feeling being that many 
agents will attend who wouldn’t ordinar- 
ily come to a long lecture. 

On October 29, Thursday night, Thor 
R. Sirch, educational director of the 
agency, wil speak on “Building a Profit- 
able Life Insurance Business” and each 
following Thursday he will cover a spe- 
cific angle of life insurance. Analysis 
of policy forms, prospecting, closing of 
cases, as well as a discussion of actual 
cases from the sales angle, will ‘be in- 
cluded in Mr. Sirch’s series of talks. 





MAKES QUICK RECORD 

From an agent in 1922, Zelig Cohen 
became agency manager for Equitable 
Society in two years, says Mervin L. 
Lane, agency manager for the Equitable 
Life Assurance Society, and he cites the 
case of Zelig Cohen, who signed an 
agent’s contract with the Society April 
1, 1922, and in two years became an 
agency manager. 

In the first nine months of this year 
Mr. Cohen thas paid for over $5,000,000. 
He has an office in the Fisk Building, 
Fifty-seventh street, and another at 1440 
Broadway. 





CONNECTICUT GENERAL GAINS 
The Connecticut General’s 1925 Life 


and Group issue during the first three- © 


quarters of the year exceeded its issue 
for the entire preceding year. Its net 
gain in insurance in force has likewise 
exceeded the net gain for the whole of 
last year. Up to September thirtieth 
its new paid for business for this year 
totalled $159,000,000 and its total paid for 
insurance in foree amounted to $700,- 








SERVICE TO OLD POLICYHOLDERS WILL 
MEAN A NEW RECORD FOR SEPTEMBER 


“THIS IS FOR you [>*©€ 
WHEN YOU GET , 


THROUGH THERE 
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Reproduced from the Union Central “Flash” 
August 20, 1925. 
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Reasons 


One reason it is so easy to sell Union Cen- 
tral Life Insurance is because our policy- 
holders are so completely satisfied with 
their Company. As a result 38.6% of 
our new business this year has been pur- 
chased by old policyholders. 


One reason Union Central policyholders 
are so completely satisfied is that the 
Union Central Agent renders them con- 
stant and competent service. 


One reason the Agents like to render this 

service is because the Home Office 

: makes it easy by backing them up in 
every effort. 





The Union Central 
Life Insurance Company 


Cincinnati, Ohio 
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Prudential Celebrates 


(Continued from page 6) 


art known to man. We are all sales- 
men. We politicians try to sell our 
ideas to the voters. Dr. Gibbons seils 
his ideas to the students. The ministers 
—and I say it with reverence—sell the 
principles of Christ to us sinners, and 
the agents of The Prudential sell protec- 
tion to the family. And they are selling 
good goods. 

“There is one thing about a Pruden- 
tial insurance policy: 1t never declines 
in value and it is never affected by a 
bear market. You and I have seen gov- 
ernment. bonds decline from $100 io $82. 
We have seen the best stocks and 
securities depreciate in value. But a Pru- 
dential insurance policy is always worth 
dollar for dollar, penny for penny, its 
contract face value The man cr woman 
who buys that policy has a_ security 
that never depreciates. 


The Beginnings of The Prudential 


Fifty years ago today John Fairfield 
Dryden, a man of vision and with stern 
faith which most dreamers lack, organ- 
ized and started the operation of the 
Prudential Insurance Company of 
America. His funds were woefully limi- 
ted, his offices were basement rooms in 
a Newark, N. J., bank building and the 
personnel of his organization failed by 
two persons to constitute a corporal’s 
squad. It numbered six men. 

All sections of the United States and 
Canada have been represented in an 
international celebration of the Pruden- 
tial’s Golden Anniversary, and it has been 
participated in by nearly 26,000 men and 
women who now constitute the working 
force of the company, now the second 
largest institution of its kind in the 
world, with assets of more than $1,200- 
000,000. And it is truly representative of 
the people, for it is a mutual organiza- 
tion with more than seventeen million 
persons participating in its profits. 

The story of the origin and develop- 
ment of this great insurance company 
is not without its full meed of romance. 
It required perfect organization, sound 
and constructive policies and a progres- 
sive spirit that at all times has been 
receptive to necessary changes in admin- 
istrative methods. 

What has been New England’s griev- 
ous loss has been New Jersey’s gain, for 
when John F. Dryden contemplated the 
founding of the company he turned 
first to the financiers of the North- 
eastern states, possibly because the indus- 
trial centers were then located there. But 
the keenest financial minds of that terri- 
tory were deaf to his suggestions and, 
equipped with little save a dauntless 
courage and the confidence born of in- 
tensive study of insurance practice, he 
moved to Newark in 1873. In that city 
he procured the necessary financial 
support and influence, but it was no easy 
task. 

Men of affairs were timid in those 
days about investing their money in an 
untried enterprise. The panic of 1873 had 
just passed and the country was still in 
the throes of the readjustment following 
the civil war. Newark was then a thriv- 
ing city of 120,000 population and was 
an ideal spot in which to experiment 
with industrial insurance, because of the 
large number of factory workers and 
mechanics employed there. 

But industrial insurance, which is the 
type of protection which provides for 
the payment of premiums by the week 
to a representative of the insuring com- 
pany who regularly calls at the home of 
the policyholder, was new in America. 
It is true that the Prudential of England 
had successfully been carrying on such 
activity, but the American companies 
were not offering this type of coverage. 
This attitude, however, did not shake 
the faith of the founder and finally, 
after much negotiation, the Prudential 
Friendly Society was formed and began 
business on October 13, 1875. Its avowed 
purposes were to provide: Relief in sick- 
ness or accident. Pensions in old age. 
Adult burial fund. Infant burial fund. 


Men Back of the First Prudential 


The officers of this company, which 
had taken over the charter of the 
Widows’ and Orphans Friendly Society, 
an organization founded some two years 
prior, were Allen L. Bassett, as president, 
and John F. Dryden as secretary. The 
Board of Directors of the new Pruden- 
tial Friendly Society comprised, in addi- 
tion to the president and secretary, 
Horace Alling, Benjamin Atha, Noah F. 
Blanchard, Charles G. Campbell, Aaron 
Carter, Jr., William R. Drake, James M. 
Durand, Isaac Gaston, Albert O. Headley, 
Andrew Hopper, Alfred Lister, George 
D. G. Moore, William H. Murphy, 
George Richards, William Robotham, 
Charles W. A. Roemer, Edgar B. Ward, 
Leslie D. Ward, Marcus L. Ward, Jr., 
William Whitty, Elias A. Wilkinson and 
Henry Y. Yates. Of all these men only 
Benjamin Atha survives, and he still is 
a prominent resident of Newark. 

This personnel immediately inspired 
confidence in the company, for among it 
was represented virtually every calling 
in Newark: 

The first industrial policy issued by 
the company was written by Mr. Dryden 
himself in the basement offices on 
November 10, 1875, when William R. 
Drake, then cashier of the German Bank 
of Newark, applied for a $500 policy, 
this sum to be paid at death, and $10 
weekly to be paid in the event of illness. 
Drake was a director of the company 
and what more fitting than he should 
have the honor to be a principal in the 
first recorded industrial insurance trans- 
action in America. 

Experience later proved to the Pruden- 
tial that the writing of sickness and 
pension insurance was not feasible and 
with his accustomed clear reasoning Mr. 
Dryden stopped the sale of such protec- 
tion. But the industrial insurance pro- 
viding for a sum certain payable at death 
continued to find ready sale. The horror 
wage earners felt at the prospect of a 
pauper burial at last had been relieved. 
It was soon after Mr. Drake had applied 
for his policy that the Newark “Register” 
said in its columns: “The Society may 
be said to be founded upon a rock.” 
And this statement was a fore-runner of 
the advertisement that has since become 
a symbol of insurance throughout the 
world. 

At the end of the Prudential’s first 
year of business, 7,904 policies had been 
written, this in comparison with about 
2,000 that had been placed with all the 
ordinary insurance companies in the 
state. It should be remembered that the 
Prudential now was operating only in 
New Jersey. During 1877 there. was a 
slight increase, with 10,521 policies issued, 
and in 1878 the figure doubled. After 


‘ment of 


1879, progress had been so continuous 
that the activities of the Prudential were 
extended into New York and Pennsyl- 
vannia. Now the company covers all 
of the United States. and Canada, and 
the. business transacted can be most 
eloquently told, perhaps, by the figures. 


How Company Grew 

The number of policies outstanding in 
1880 was 87,462. At the end of 1890 this 
figure had grown to 1,231,604. In 1900 
there were 4,046,955 policies, in 1910 there 
were 10,282,484 for a total coverage of 
$2,018,499,340, and at the end of 1924 the 
Prudential was at risk on 27,157,000 
policies for a total insurance in force 
of $8,149,707,406. Of this record at the 
end of 1924, the number of industrial 
policies outstanding was 24,671,000, the 
ordinary 2,486,000. The amount of indus- 
trial insurance in force was $4,506,000,000, 
and the amount of ordinary was $3,643,- 


While the Prudential, as at first or- 
ganized, was essentially an industrial 
insurance company, its founders were 
men of broad enough minds to recognize 
the necessity for rendering full service 
to the people, so it was that in 1886 the 
first ordinary life policy (for greater 
amounts and on which the premium is 
paid annually, semi-annually or quar- 
terly) was issued. 

The pioneering tendencies manifested 
early in the career of the Prudential, by 
virtue of its writing the first. industrial 
policies in this country, did not stop 
there. 

For years it had been the practice of 
insurance organizations writing indus- 
trial policies to provide that the insur- 
ance must be in force for a stated term 
before death claims would be paid in 
full. On November 14, 1921, however, 
this company established a precedent by 
placing such industrial policies in im- 
mediate benefit, just as ordinary policies 
were effective. Other companies again 
followed. 

During the war with Spain, the com- 
pany waived additional premiums on 
policies carried by policyholders who 
wished to serve their country and paid 
claims amounting to $35,308 on 238 lives 
lost in the war. 

Claims amounting to $6,953,784 were 
paid on 22,817 lives lost in the world 
war, that number of Prudential policy- 
holders making the great sacrifice in 
that conflict. Of these policies 20,264 
were industrial and 2,553 ordinary. 


Mutualization a Landmark 


In 1907 the New Jersey Legislature 
passed an act providing for the appoint- 
certain directors from the 
policyholders of insurance companies. 
Not only did the Prudential welcome 





mark. 


DES MOINES, IOWA 





Three New Records of Progress 


A TWENTY-TWO MILLION DOLLAR PRODUC- 
TION of new life insurance during June, 1925, in 
honor of President George Kuhns. 

A NINETY MILLION DOLLAR PRODUCTION of 
new life insurance during the first half of 1925. 


During June, 1925, the total of life insurance in force 
passed the EIGHT HUNDRED MILLION DOLLAR 


BANKERS LIFE COMPANY 


GEORGE KUHNS, President 








NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 


BROADER DOUBLE INDEMNITY CLAUSE 
Leans at end of 2nd year 


| The Manhattan Life Insurance Co. of New York 
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such representatives of its patrons, but 
one such, George M. La Monte, only 
recently was chosen by the company’s 
Board of Directors to. be chairman of its 
executive committee. 

It was on February 13, 1915, that an 
announcemnet of the utmost importance 
to policyholders was made. This came 
as a communication from the then presi. 
dent, Forrest F. Dryden, son of the 
founder, to the members of the field 
force, in which he told them of the 
mutualization of the Prudential. The 
Board of Directors had succeeded, after 
some opposition, in having the c >mpany 
placed in the hands of the policyholders, 

All but a very small percentage of the 
stock was surrendered by the then stock. 
holders upon the payment to them of its 
value as fixed by the representatives of 
the Chancery Court in the mutualizg. 
tion proceedings. The stock so pur. 
chased is held by a trustee for Dolicy- 
holders, who represents them and carries 
out their wishes at the annual meeting of 
stockholders of the company, All diyj- 
dends on the stock so owned by the 
policyholders are turned back to the 
policyholders’ fund in the company, 59 
in truth it may be said that the policy- 
holders are the owners of the company, 

The first step toward this mutualization 
had been taken as far back as 1806, 
when the Board of Directors decided to 
issue after that year participating poli- 
cies, which would give holders a part 
of the earnings. 

The mutualization had a tremendous 
effect as a stimulant. The business of 
the company grew apace and at the end 
of 1924 the Prudential family numbered 
more than 17,000,000 individuals, each 
with a voice in the direction of its 
affairs. 

It is obvious that an organization of 
this size, with its tremendous assets, 
must of necessity be a wide-spread influ- 
ence in the life of the community. 
It reflects the sorrow, the content, the 
prosperity and the struggles of the 
people who comprise it. From Septem- 
ber 26, 1918, to December 31 of the 
same year an epidemic of influenza 
swept the country with dread conse- 
quences. In that period and on influenza 
death claims alone the Prudential made 
63,000 payments for a total of $14,000,000. 

When the battleship Maine was mined 
in Havana harbor, on Feb. 14, 1898, she 
carried to the bottom 21 Prudential 
policyholders, and the only death in the 
battle of Santiago was a Prudential 
casualty. Twenty-three claims were paid 
after the Iroquois theatre fire in Chicago, 
and in the General Slocum excursion 
disaster the Prudential lost 212 of its 
policyholders. Other disasters in which 
many Prudential policyholders were 
lost included the sinking of the Titanic, 
the torpedoing of the Lusitania, the 
Eastland excursion boat sinking, the 
Ohio and Indiana floods of 1913, sinking 
of the S. S. Empress of Ireland, both the 
Halifax explosions, the Eddystone, Pa, 
ammunition blast and the Knickerbocker 
Theatre fire in Washington, D. C. 


Its Financial Growth 


The financial growth of the company 
has been most amazing to those who 
have studied the development. Its in- 
creases in ten-year periods follow: 


Admitted Insurance | 
Years Assets In Force 
1875-1884 $ 752,877 $ 28,545,189 
1885-1894 13,041,809 280,345,654 
1895-1904 88,511,954 1,056,733,008 
1905-1914 361,104,316 ——-2,592,478,248 
1915-1924 1,196,348,261 8,149,707,406 


And in discussing the growth of the 
company it is none the less interesting 
to review what the Prudential has dont 
in regard to payments it has made to 
policyholders since its organization an 
up to the end of June of this year. In 
that time the death claims, disability 
allowances and annuities disbursed have 
amounted to $691,136,375.69; the sum 
paid out in matured endowments has 
been $60,992,341.35; the sum of $139,351, 
011.43 has been paid on surrendered 


policies and dividends disbursed to policy | 
holders have amounted to $235,851,063.7. 
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October 16, 1925 A UNDERWRITER R. aes 
Points on Building Connecticut Mutual’s 


a General Agency 


SEVEN FACTORS ESSENTIAL 
Wilson Slick of Johnstown, Pa., builds 
Successful Agency in Short Time 

Under Hard Conditions 








At the close of its second year of 
operation, the Wilson Slick Agency of 
the Reliance Life, including E. E. 
Hughes, J. F. Metz, M. J. Metz and A. 
M. Stull, has already established a 
record of over $2,600,000 commuted life, 
accident and health insurance paid for. 
During the second year of Mr. Slick’s 
contract, his agency paid for over $1,310,- 
000. A significant factor in his agency’s 
success is evidenced by its first year’s 
business renewing 85%, Mr. Slick’s per- 
sonal business renewing 95%. 

The Slick Agency is located in Johns- 
town, Pa, a steel town in Western 
Pennsylvania. By necessity, a large 
amount of its business comes from steel 
workers. Because the steel industry has 
been operating on a half-time basis or 
practically shut down during the past 
year, this production reflects added 
credit upon the agency. At an organiza- 
tion meeting of the Western Pennsyl- 
vania Department of the Reliance Life 
held on October 2, at the William Penn 
Hotel, Wilson Slick gave seven points 
on successful agency building in small 
towns or cities of less than 100,000 popu- 
lation as follows: 

“From my experience as a general 
agent,” he said, “I have established in 
my own mind seven facts that I consider 
very important in the building of a suc- 
cessful agency. As in every other busi- 
ness it is well to build with a good 
foundation. The first factor is: 

“1, The location and establishment of 
your office in a proper environment. 2. 
Securing and training of secretary and 
other members of your office force. 3. 
It is well to devote a major portion of 
your time for a period of two years to 
personal production, placing as many 
risks as possible on the books of your 
company. 4. Establish ‘good will’ to- 
ward your company. This, of course, to 
be accomplished by advertising media 
and the natural result of good service. 
5. Securing and training Special Agents. 
Endeavoring, if possible, to choose men 
of different nationality. (a) The first 
item of importance in training Special 
Agents is to establish confidence in and 
loyalty to your Company and yourself. 
(b) Assist the Agents in every way pos- 
sible for a period of a month, giving 
intensive study to their problems and 
rendering aid whenever possible. (c) If 
the Agent is started in this fashion he 
will naturally continue along the proper 
line and need give you no concern at a 

later date. (d) He should be thoroughly 
instructed in the policies and methods 
of underwriting employed by your 
Company. (e)-He should be encouraged 
to attract more men to your Agency, for, 
indeed, these give the best results. (f) 
Make no advance or loans to new men 
for in the majority of cases you will 
be the loser. 6. Be sure your Agency 
Sains the respect and confidence of the 
Home Office departments. Appreciate the 
Problems of the policy department and 
assist them by setting forth all adverse 
facts as well as the more favorable ones 
in your communications. This will 
greatly facilitate the issuance of business 
and will avoid must embarrassment and 
coniusion when you try to re-explain 
matters. Make sure that all applications 
leaving your office are rated and classi- 
ped properly, This will anticipate delay. 
- Establish financial connections that 
will benefit your Agency and yourself. 

lease remember the largest business 
written is taken as a means of propaga- 
tion of a business. Naturally the banks 
are greatly interested in all such busi- 
hess. Along this line it would be well 
to identify yourself with a large trust 
company for the development of the life 
insurance trust idea will mean much to 
the General Agent who is in a position 
to command attention. 

ou must appreciate that these de- 


A good physician must be a good diagnos- 
tician. Where major operations are con- 
cerned, consultations are necessary. A 
large line of life insurance requires not 
only correct diagnosing, skillful operating 
and consultations, but 


—Organized Service— 


The Keane-Patterson Agency 


Massachusetts Mutual Life Insurance Co. 


Pennsylvania Building, 225 West 34th St., New York City 


DONALD C. KEANE, General Agent 


LLOYD PATTERSON, Associate 


Telephone, Chickering 2384-7 





ductions apply to an agency in the av- 
erage town of 100,000. A large city 
Agency naturally presents different 
problems. However, I believe close ad- 
herence to this plan will, I feel confident, 
build a well-balanced general Agency.” 


James M. Stokes, Jr., Places 
$1,000,000 Line on J. R. 
Tucker, Camden Realtor 


James M. Stokes, Jr., well known life 
underwriter of Philadelphia, has closed 
a $1,000,000 case on the life of Joseph 
R. Tucker, a Camden real estate man. 
It was business insurance payable to J. 
R. Tucker, Inc. Mr. Tucker is only 
twenty-seven years old and has been 
very successful in building up a big real- 
ty business since he arived in Camden 
in 1919. 








WOMAN’S INSURANCE 





Prudential Investigation Shows Endow- 
ment Policy Preference; Let Nothing 
Interfere With Premium Payment 


In a recent study made by actuaries of 
The Prudential of 1,000 ordinary policies 
issued in 1914 on the lives of women, it 
was found that 74.3 per cent of the 
original issue was still in force at the 
end of ten years. As the occupations of 
housewife, houseworker and student were 
excluded from this group, and from the 
fact that eighty-one per cent of the 
women purchasing policies of $1,000 or 
more were single when the policies were 
issued, it was inferred that the group was 
composed largely of business and pro- 
fessional women. Endowment insurance 
was the most popular. 





ROBERT K. EATON HOST 











At the recent convention of the Na- 
tional Association of Life Underwriters, 
Robert K. Eaton, vice-president of the 
John Hancock Mutual Life, was host 
at a luncheon to a score of that com- 
pany’s underwriters attending the con- 
vention. 

He strongly endorsed the convention, 
saying it was a source of inspiration, 
education and droadening influence. 





ROBERT K. EATON 


* cornerstone. 








A Record 











SPRINGFI 


Massachusetts Mutual 






The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire, activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Life Insurance Company 


MASSACHUSETTS 
Organized 1851 
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Fine New Home Office 


FORMAL CORNERSTONE LAYING 





Captain Kellogg Oldest General Agent, 
Other Field Men and Home Office 
Executives Take Part 
The cornerstone of the new home of- 
fice building of the Connecticut Mutual 
Life being erected at Garden and Myrtle 
Streets, Hartford, was laid with appropri- 
ate ceremonies on Wednesday. The Con- 
necticut Mutual is the oldest of Hart- 
ford’s life insurance companies and has 
the distinction of having one of the old- 
est insurance charters in the state. 
Among those attending the ceremonies 
were Mayor Stevens of Hartford, and all 
of the directors, officers, employes and a 
large number of the field representatives 

of the company. 

Captain Robert H. Kellogg of Dela- 
ware, Ohio, supervisor of agents in the 
Middle Atlantic States, officially laid the 
He is the oldest living rep- 
resentative of the company, and although 
81 years old is still active. He went with 
the company April 1, 1881, when ap- 
pointed general agent for Connecticut 
and in 1883 was made general agent for 
Ohio. 

Another old-timer who was present 
was Samuel T. Chase, general agent at 
Chicago. He celebrated his 20th anni- 
versary as general agent last month. 

Peter M. Fraser, general agent from 
New York, was also among the guests 
of honor, because he heads the largest 
producing agency of the company. 

Two of the company’s largest personal 
producers, M. A. Schwartz of the Fraser 
agency, the leading producer, and G. B. 
Tannery of Monroe, N. Y., who wrote 
the largest number of lives in the past 
club year, were also guests of the com- 
pany. 

The Connecticut Mutual was incorpor- 
ated in 1846 and has affiliated with it the 
names of many of the leaders in the 
state’s history. 

The new building of the Connecticut 
Mutual Life Insurance Company will be 
three stories high and will contain about 
150,000 square feet of floor space. All 
departments of the Company will be 
accommodated according to the best ideas 
in modern insurance office arrangement 
including a cafeteria for employees and 
space for indoor recreational facilities. 

The building will be of colonial design 
finished in Holland dark red brick with 
limestone trimmings. The main entrance 
faces west overlooking the grounds of 
another local insurance Company. It is 
so arranged and planned that additions 
may be made to this building so that, as 
the years pass, increased demand for 
space by the Company’s organization can 
be readily met by additions to the build- 
ing. The site for the new building is a 
very desirable one and will afford ample 
opportunity for future expansion, un- 
hampered for space, and a good environ- 
ment with pleasant working conditions. 

Benjamin Wistar Morris of New York 
City, architect for the new. building has 
designed many Hartford structures 
among which are some of the leading 
public buildings of the city. The con- 
struction work is being done under the 
supervision of Henry C. Irons & Sons, 
Inc. of New York City. 

The present quarters of The Connecti- 
cut Mutual Life Insurance Company at 
Pearl and Main Streets was recently sold 
to the United States Security Trust Com- 
pany for $2,375,000. It represented prob- 
ably what was one of the largest cash 
realty transactions ever taking place in 
the City of Hartford. 

The personnel of the present building 
committee is as follows: Henry S. Rob- 
inson, Chairman, James Lee Loomis, 
Herbert H. White, Jacob H. Greene, H. 
N. Chandler, H. I. B. Rice. 








The Aetna has appointed George E. 
Crosby, Jr., as superintendent of pub- 
‘licity and selected Reimers & Osborn, 
Inc., of New York, as its advertising 
agency. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


O—— 














Figuring Three of every four 
Out Needs lives insurable at age 
Of Insured 25 will live to reach 

age of 60, according 
to the American Experience Table of 

Mortality which is the basis upon which 
American life insurance is founded, says 
the Missouri State Life. That is to say 
75% of the people who are at age 25 
acceptable life insurance risks are ex- 
pected to live more than 35 years. 

Again, statistics tell us that of 100 
men entering business careers at age 25, 
64 will be living 40 years later, at age 65, 
and that 54, or 86% of the survivors, will 
at that age be dependent upon others for 
support. 

Available figures show that about 75% 
of the $70,000,000,000 of life insurance 
now in force among American life insur- 
ance companies is on the ordinary life 
and twenty-payment forms of policies. 
This ratio is approximately 45% ordinary 
life and 30% twenty-payment life. 

If we accept these premises as gen- 
erally true and from them measure the 
needs of the average insurable young 
man, for life insurance, what form of 
policy must we advise him to buy? 

Before we answer this question, there 
is another factor of the equation which 
must be considered. The average man 
25 years old will, before arriving at age 
60, acquire dependents who will neces- 
sitate life insurance protection. 

So, before attempting to select the 
form of policy best suited to meet the 
needs of the average man, we should 
first determine by accurate deduction the 
number and nature of his needs. 

The fundamental need of the man 
upon whom others are dependent for 
support is life insurance to maintain such 
dependents in the event of his death. 
Yet, the chance of his dying, during the 
usual period of greatest dependency 
which generally exists between the ages 
25 and 60, is only 1 in 4. 

Second only in importance to protect- 
ing his dependents, and also a funda- 
mental need of the average insurable 
man, is his need for providing himself a 
means of support after he passes the 
productive period of his life—after he 
passes age 60. Let’s remember, too, in 
considering this need that he has 3 of 4 
chances of living to attain age 60. 

Before us then we have set up, by pro- 
cess of deduction, the two greatest needs 
of the average insurable man between ages 
25 and 60 years of age for life insurance. 
They are: First—Protection for his de- 
pendents; Second—A means of old age 
support. 


* * * 
Insurance The man of affairs 
Viewed as who wants to get rid 


Investment of the agent often 
says “I can make more 

money by putting my savings back into 
my business than any life insurance 
company can make for me.” This excuse 
is insidious because there is an element 
of truth in it, says the Equitable Life 





Assurance Society. But those who raise 
this objection ignore the fact that the 
primary object in any life insurance 
transaction is not to make money, but 
to protect it. 

Nevertheless, life insurance is an in- 
vestment. And the reason that many 
men are ignorant of this fact is because 
they imagine that life insurance is pre- 
cisely like fire insurance. And as they 
understand fire insurance they assume 
that they understand life insurance. They 
know that fire insurance is not an invest- 
ment. They know that they will never 
get back any of the money—the prem- 
iums—that they pay for it. They know, 
moreover, that they will get no return at 
all if there is no fire, and that the only 
return in that event will be the bare 
value of what has been lost. 


So it is with marine insurance. And 
yet all prudent people regard fire and 
marine insurance as essential. 


Until people recognize the fact, there- 
fore, that life insurance is essentially 
different from fire and marine insurance, 
they will underestimate its value. 

The life insurance company is really 
a great bank. The deposits made by all 
the policyholders are payments on ac- 
count of investments which have sub- 
stantial value. This value cannot shrink, 
and many a man has said truly that his 
life insurance has been the best of his 
investments. 

The owner of a policy for $50,000 
knows that at its maturity it cannot be 
worth less than $50,000, although it may 
be worth more. It furnishes, moreover, 
a convenient channel for the investment 
of surplus funds because it is not neces- 
sary to pay the entire purchase price in 
advance. Payment is made gradually 
by means of moderate annual deposits. 
And if death comes prematurely—after 
only a few deposits have been made— 
the investment will be converted into 
cash, and the purchase price will have 
been (comparatively speaking) very 
small. If on the other hand life is pro- 
longed, there will be compensating ad- 
vantages: increasing refunds (dividends) 
will reduce the cost, and the owner of 
the policy will be given time to earn 
money and accumulate capital, gaining 
meanwhile confidence and peace of mind 
from the protective feature which forms 
so important a part of the transaction. 

The investor in life insurance is 
benefited also by the interest earnings 
of the company, and by its savings and 
profits. Consequently, his policy is a 
valuable asset; and whatever its cost 
its ultimate value is fixed. And although 
in some cases the cost is trifling, and 
in the majority of cases moderate, there 
can be no case in which the value of 
the insurance as an investment can be 
honestly questioned. 


It is quite true that in most instances 
the investment is adjusted in such a way 
that it shall not be utilized by the 
beneficiary while the investor is still 
alive. But that is not an accidental ad- 













INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issuee the mest liberal forme of ORDINARY Policies from $1,000.00 to $50,000.08, 
with premiums payable — semi-annually or quarterly, 


INDUSTRIAL Policies from $12.58 to $1,000.08, with premiums payable weekly. 
Fae CONDITION ON DECEMBER 31, 1924 
BD ccccccccccccccccccccsececocccescesccccecese oO cecee reccecesecececccccscccccecs 
Liabilities ; soeeee$ 41,521,283. 
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Total Payments to Policyholders Since 
JOHN G. WALKER, President 


164,159.74 
HERE 


940,675.00 
3,036,319.80 








justment—it is what the investor 
desires. If he wants the investment to 
mature during his own lifetime he can 
secure an endownment policy, under 
which the protection is the same while 
the element of savings is greater. 

Yes! Life insurance is the safest and 
best form of investment now offered, or 
ever likely to be offered, to the public. 





WESTERN AND SOUTHERN 
MEETINGS 


Divisional conventions are being held 
throughout the field by the Western and 
Southern Life. Home office officials are 
attending these business sessions and 
banquets. The company’s record for 
1925 will surpass all records in the thirty- 
seven years of the company’s history. 


—$ 
The schedule of meetings is as follows: 
Indianapolis, Sept. 1; Chicago, Sept 11; 
Detroit, Sept. 19; Cleveland, Sept. 24: 
a Sept. 26; Dayton, October 
rd. 

Every meeting held to date has been 
greeted with enthusiasm by the field men 
who assure the company that the year 
will be finished with a record production 
in both Ordinary and Industrial, 





FRANK J. HAIGHT | 
CONSULTING ACTUARY 
Hume-Mansur Building | 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 

















The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment f = 





i OUGH 
orpinary J High Value ITS OWN 
POLICIES Attractive and Novel Features AGENCY 

Low Cost STAFF ONLY 

Which, with especially favorable Indust:{al Contracts, 

give Agents unsurpassed money-making »pportunities. 

E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President CHAS. F. NETTLESHIP, 2nd Vice-President 
DUNBAR JOHNSTON, Secretary S. R. DROWN, Asst. See’y and Asst. Treasurer 


HOME OFFICE, JERSEY CITY, N. J. 

















growth of Life Insurance. 





Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


THAT IDEA WAS MUTUALITY 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
| Boston, Massachusetts 
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Group Idea Spread As 
Industries Expanded 

REPORT CITES ITS PROGRESS 

National Electric Light Association 


Given Comprehensive Survey of 
Plan at Convention 








Giving the development of our indus- 
trial civilization with the past ten years 
as one of the prime motives for the 
origin of the group insurance idea, a 
report presented to National Electric 
Light Association at its annual conven- 
tion goes into this subject in detail. 


A Little Over Ten Years 


Employers realized that a new point 
of contact must be established with their 
employes when the close personal rela- 
tions between them were lost as a result 
of rapid industrial growth. They felt 
it distinctly advantageous to attract the 
highest type of employe for the differ- 
ent grades of work. It was also to their 
interest to see that employes who have 
become trained in their work to con- 


tinue in the company’s employ for a con- 


siderable period of years, and it was also 
of advantage to make provision whereby 
the employe, when growing old, having 
lost to a great extent his ability to carry 
on his duties, may be retired and so pre- 
vent the unnecessary clogging of de- 
partments. 

One solution of this problem might be 
by the creation of a pension and insur- 
ance plan within the company with or 
without the assistance of an insurance 
company. But the use of group insur- 
ance has been found to be of very con- 
siderable help and assistance by indus- 
trial and public utility companies all 
over the country, several billions of in- 
surance now being in force. 


The Group Idea in a Nutshell 


Group insurance is the issuing of a 
policy by an insurance company to cover 
the employes of an individual company. 
The premium of the policy may be paid 
for by the employer individually or may 
be jointly paid by the employer and em- 
ployes. If it is ta be jointly paid, at least 
75 per cent of the employes must partici- 
pate and the employe must not pay more 
than 60 cents per month per $1,000 insur- 
ance. The trend at the present time is to 
joint contributions by employer and em- 
ploye. It is usually found that one values 
things which cost something above those 
which do not cost anything. Group insur- 
ance is available to the employes of any 
employer employing fifty or more em- 
ployes. It is known as “One Year Term 
Renewable Straight Life Insurance” or 
“One Year Term Renewable Sickness 
and Disability.” 

In placing group insurance there is no 
medical examination required except in 
a few states, the spread of the risks over 
a number of lives offsetting the necessity 
for the medical examination. A general 
policy is issued to the company in ques- 
tion and individual certificates or policies 
are issued to each employe under the 


’ ficiaries. 


plan. The employer is required to make 
a return to the insurance company stat- 
ing what employes come under the 
policy, their ages and residence: These 
returns are made each month to the in- 
surance company. Should an employe 
die, the insurance company is advised 
and arrangements rapidly made by the 
insurance company to pay the bene- 
Should an employe leave the 
service of the employer for any reason, 
the insurance is kept in effect for the 
current insurance month and the em- 
ploye may take out insurunce of any kind 
except term insurance, to the amount of 
his policy with the insurance campany 
without medical examination at regular 
rates at his then attained age. 


How Its Limits Are Decided 


Various plans of deciding upon the 
amounts of insurance to be carried on 
the individual lives of the employes have 
been used. One plan is to have an equal 
amount of insurance on all lives in the 
group, such as $1,000 insurance on the 
office boy as well as on the general 
manager. Another plan is to place a 
certain amount of insurance on junior 
employes, an increasing amount of insur- 
ance on senior employes and a larger 
amount of insurance on executive heads, 
the limit in this regard being that no 
risk, on one life can be more than 2% 
times the average of the remainder of 
the group. Another plan is to place a 
certain amount of insurance upon a per- 
son after he has been employed, say, 
three months; this amount is increased, 
say, at six months and goes on increas- 
ing up to a maximum over a period of 
years. Another plan is to place the 
amount of insurance as a certain per- 
centage of the yearly salary paid to the 
employe. 

Two fundamental principles are in- 
volved in any one of these plans: first, 
the rewarding of value to the company 
of the employe’s service, such as placing 
a larger amount of insurance upon senior 
employes, or having the insurance a 
function of the salary. The other funda- 
mental principle is the rewarding of 
length of service. Any company, in de- 
ciding upon the type of insurance that 
it will carry, should carefully consider 
these two fundamental principles and 
decide which should receive the greatest 
weight. It should not be forgotten that 
it is very much to the interest of the 
company to put forward an incentive for 
long service. 


Not a Gratuity 


If it is decided to put in group insur- 
ance, one most important point is to 
realize that this is not philanthropy nor 
a gratuity, but is a cooperative action 
of employer and employe working to- 
wards the mutual benefit of both con- 
cerned. Nothing will interfere more 
with the good relations between employ- 
er and employe than the feeling on the 
part of both that a gratuity is being giv- 
en. Another point that cannot be too 
strongly emphasized is that when the in- 
surance is to be put into effect the 
matter should be most carefully ex- 
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BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
"FREDERIC H. RHODES, President 
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plained to the employes from every angle 
so that they may understand their bene- 
fits and responsibilities under the plan. 
Great harm has been done in the past 
in the lack of understanding on the part 


of employe and often upon the super-_ 


visory force in not thoroughly under- 
standing the responsibilities and benefits 
accruing. 

Some of the insurance companies writ- 
ing group insurance have instituted most 
helpful and adequate nursing services. 
These services have greatly assisted in 
reducing the mortality in the lives at 
risk and thousands of lives have been 
saved to industry. These services are 
available to policy holders of group in- 
surance. Some companies have also 
established consultive departments which 
have been of very considerable assist- 
ance to industrial concerns in obtaining 
information in regard to various matters 
pertaining to employes’ relations and 
also the newer phases of industrial 
economics. Any company that is think- 
ing of going into the question of group 
insurance should seriously consider these 
phases of the question in deciding which 
insurance company they. will place their 
insurance with. 





TO START EVENING CLASSES 





Hart & Eubank to Conduct Six Weeks’ 
Course for Brokers; R. G. Gregory 
in Charge 


Hart & Eubank, general agents for 
the: Aetna Life in New York, will start 
a six weeks’ training course in life in- 
surance on October 20, which is free to 
the first forty men or women who reg- 
ister. The sessions are to be held on 
Tuesday and Thursday nights of each 
week from 5:45 to 7:30, dividing the time 
into two 45-minute discussions with a 





FLORIDA 


Ordinary life insurance sales 
showed a gain of 51% in the first 
6 months of 1925 over the same 
period of 1924; July, 1925, 94% 
over July, 1924, the volume being 
$8,750,000. 

Men with clean records who can 
produce are desired by this 
Agency. 

W. R. LETCHER, General Agent 


Pacific Mutual Life 
Jacksonville, Fla. 





short rest period in between. 

The director of the course will be Ray- 
mond G. Gregory, head of the training 
department of the agency. He has 
planned the lectures especially for brok- 
ers and for men who are interested in 
life insurance, but whose time is so 
taken up during the day that they can 
not attend the day classes. 





BERLET’S CLEVER IDEA 


In honoring President Carl Heye of 
the Guardian Life this month with an 
unusual volume of production, Jack Ber- 
let, general agent of the company in 
Philadelphia and president of the Guard- 
ian Leaders Club, has given a striking 
evidence of his initiative and originality. 
Besides issuing a special proclamation to 
the members of his staff in keeping with 
the general publicity sent out by the 
company, Mr. Berlet has embellished his 
agency room with battle axes, spears, 
swords and metal suits of armor. This 
will lend color and create the proper 
atmosphere for the onslaught of “Ye 
Guardian Knights on Ye Cold Turn 
Down.” 











HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 


Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 
Dividends, etc........ 





6,321,524 
2,801,996 


Increase in Assets...... 


Actual Mortality 62.4% 
of the amount ex- 
pected. 
Insurance in Force.....260,530,414 


Admitted Assets........ 51,457,218 
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GEORGE W. MURRAY 
Superintendent of Agents 


256 Broadway New York 


























Office support await those who 


COLORADO CALLS 


Ranking high as a mining and agricultural State, Colorado offers a 
climate and scenic beauty unrivaled on this continent. The 
opportunity for the life insurance man in this land of “irresistible appeal.” 

The old established General Agency of Cashman & Evans, with head- 
quarters at Denver, represents the Lincoln National Life in Colorado, with 
Thos. G. Egan, manager of the Life Department. 

All the advantages of direct field co-operation and effective Home 


There is every 
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Cashman & Evans, General Agents 


1715 California Street 


The Lincoln National Life Insurance Co. 


Lincoln Life Building 


IN COLORADO 


Denver, Colorado 


Fort Wayne, Indiana 





Pennsylvania 


1865 








Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Founded 1865 


1925 
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AMERICAN LIFE CONVENTION 

Tomorrow THE EastERN UNDERWRITER 
will issue a special edition which will 
give an account of the proceedings at 
the twentieth annual meeting of the 
American Life Convention, now in ses- 
ion at Louisville, and also of the Legal 
ection of the same organization. The 
proceedings will be telegraphed from the 
floor by a regular staff representative of 
this paper. 


Another instance of the use of insur- 
ance protection in connection with bank- 
ing has just been put into effect. This 
time it is on the initiative of the savings 
banks. The plan, explained in detail in 
other columns of this issue of THE East- 
ERN UNDERWRITER, has to do with the 
‘building up of savings bank accounts, 
accompanied by an agreement on the 
part of the depositor that he will engage 
to make regular deposits at weekly or 
other intervals, with the added provision 
that if he is disabled an indemnity com- 
pany writing accident and health insur- 
ance will make his deposits for him dur- 
ing the period of his disability. Then 
in addition to this, the possibility of 
death interrupting his plans for saving 
a specified amount in a certain period is 
provided against through an ordinary life 
policy, the premiums to cover both 
kinds of insurance protection being fig- 
ured into the amount that must be saved 
weekly. 

The plan should make a considerable 
appeal to those reached by the savings 
banks. The practical certainty of reach- 
ing any reasonable goal of saving by the 
combined plan is so easily demonstrable 
that it should be very readily sold. 

The chief interest to the insurance 
fraternity in this new project is the 
further extension of the idea of cooper- 
ation with banks in utilizing their joint 
functions to serve a common public need. 
The first article describing this plan 
which appeared in Tue Eastern Unper- 
WRITER about two weeks ago, was widely 
quoted in banking publications and let- 
ters came from all parts of the country 
askirg for details of the plan, which 
showed the keen interest of the banks in 
the possibilities of the idea, 


Cross Appeal Likely 
In War-Time Tax Case 


MOST COMPANIES COMPROMISED 





No Large Sum Involved in Government 
Suit Over Tax on Disability Prem- 
iums in Life Policies 





The recent decision holding that prem- 
iums on disability insurance in connec- 
tion with life insurance policies were 
subject to the war time tax of one cent 
per $1 of premium applied to casualty 
insurance but which law was repealed in 
1921, will evidently result in a cross 
appeal as the government will appeal that 
part of the opinion which held that the 
premiums collected for the double in- 
demnity feature in life policies were not 
subject to the casualty tax as it was 
death insurance. It will be recalled that 
most of the companies paid this war- 
time tax but a few of them resisted, the 
New York Life being one of these. All 
but a few of the remaining companies 
later made compromise settlements with 
the government, so that there is not 
now a very large sum involved. 

The application of these war-time tax 
laws to life insurance was discussed in 
a memorandum by Frederic G. Dunham, 
attorney of the Association of Life In- 
surance Presidents, in which it was main- 
tained that life insurance in the law in- 
cluded policies providing for incidental 
benefits in event of permanent total dis- 
ability or of accidental death. In this 
it vas held that life insurance policies 
were not subject to the one per cent 
premium tax imposed upon casualty in- 
surance, because there was no express 
provision of the intention of Congress to 
impose such a tax and an additional tax 
cannot be imposed by regulation. 

“The disability and double indemnity 
provisions included in policies of life in- 
surance are wholly incidental and aux- 
iliary in character,” said Mr. Dunham. 
They are calculated to prevent the lapse 
of policies and contribute greatly to their 
popularity and sale. A prominent New 
York company’s rate book, which quotes 
a premium of $28.11 at age 35 for a $1000 
policy of ordinary insurance on the whole 
life plan, adds 35c. for waiver of prem- 
iums, $1,79 for both disability benefits 
and another $1 for double indemnity— 
making a total of $2.79, or less than 10% 
additional premium for all features. In 
the-case of a 20 year endowment policy 
the premium quoted without disability 
and accidental death provisions is $51.47, 
as against $53.54 with disability and acci- 
dental death benefits or just over 4% 
additional for full disability and double 
indemnity coverage. 

“It is submitted, therefore, that policies 
of life insurance containing provisions 
for the waiver of premiums and payment 
of annuities in event of permanent total 
disability, and for double indemnity in 
event of accidental death, are, notwith- 
standing these provisions, policies, of life 
insurance within the meaning of Sec. 503 
(a) of the Revenue Act of 1918, and 
lawfully taxable solely as such.” 





Duffield Pays Tribute to 
Departed Leaders of Company 


A gracious tribute was paid by Presi- 
dent Edward D. Duffield of The Pru- 
dential to those whom the hand of death 
had taken away from the company dur- 
ing the past year. At the fiftieth anni- 
versary ceremony he said: 

“The hand of death has dealt harshly 
with The Prudential during this year 
and there are three men who had looked 
forward to this meeting with the keen- 
est anticipation who would have re- 
joiced in it with the utmost gratification, 
and we cannot but remember the fact 
that they have been taken from us. 
There was Fred W. Tasney, a man 
known and beloved wherever Pruden- 
tial men gathered together. There was 
Wilbur S. Johnson, a man, who for 
forty-five years gave all that he had 
in loyal service to this institution that 
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Frank L. Jones, of Indianapolis, state manager for the 
Equitable Life Assurance Society and new president of 
the National Association of Life Underwriters 








the loved and gave to those who were 
fortunate enough to be associated with 
him that wealth of affection which en- 
deared him to each one of us. 

And there was Richard B. Linder- 
bury, who, it was our hope, would speak 
to you today, a man whose wisdom 
guided this institution, who was able not 
only to direct us along the path that 
the law would permit, but pointed always 
to that path that honor dictated. His 
memory and his influence impressed as 
it has been upon those fortunate to be 
associated with him will last them as 
long as they may live, and while he 
may have been taken from us, as long 
as one of us remains, his soul will go 
marching on through Prudential history. 





— 

Haley Fiske, president of the Metro- 
politan Life, was one of the most in- 
terested guests of honor at the fiftieth 
anniversary celebration of The Pruden- 
tial on Tuesday. Among other insurance 
executives attending were the follow- 
ing: President Carl Heye, Guardian Life; 
President Ethelbert Ide Low, Home 
Life; President John R. Hardin, Mutual 
Benefit; President Ernest J. Heppen- 
heimer, Colonial Life; President C. 
Weston Bailey, American of Newark; 
President Neal Bassett, Firemens ; Presi- 
dent Thomas L. Farquehar, Newark Fire, 
and President Samuel Bird, Universal. 


W. W. Greene, former actuary of the 
National Council on Compensation Insur- 
ance, has assumed his new position as 
actuary and comptroller of the General 
Reinsurance Corp. 


* * * 


John W. Donohue, resident vice-pres- 
ident of the Maryland Casualty at Phil- 
adelphia, was tendered a banquet last 
week at the Manufacturers Club by his 
associates in honor of his twenty-fifth 
anniversary as the head of the companys 
Philadelphia branch office. 


* * * 


Senator William J. Tully, genera! soli- 
citor of the Metropolitan Life, was a lay 
delegate to the thirty-eighth triennial 
convention at New Orleans oi the 
Episcopal Church from the diocese of 
Long Island. Senator Tully is warden 
with J. P. Morgan of the Episcopal 
Church of St. John’s of Lattingtown at 
Locust Valley, L. I., and is active m 
Episcopal church circles. 


* * * 


Ralph C. Taylor, well known business 
man of Huntington, W. Va,., joined the 
forces of the Atlantic Life October |, 
1925, as a partner in the company’s dis- 
trict agency at Huntington. He is ass0- 
ciated with T. G. Taylor who has beet 
conducting the agency single-handed 
heretofore, 
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Home Advances Four 
To Secretaryships 


EACH {S IN CHARGE OF A DEPT. 





McFadden, Schulte, Blumenreiter and 
Martindale Receive Promotions 
Because of Fine Services 





The board of directors of the Home 
Tuesday advanced four assistant secret- 
aries to the rank of secretary. Those 
promoted are Frank J. McFadden, Gus- 
tave A. Blumenreiter, Harry H. Schulte 
and Charles M. Martindale. Each is in 
charge of a department and has con- 
ducted it so well that the board consider- 
ed that recognition was due him, and 
each of the departments is so important 
that it appeared advisable to have the 
officer in charge one holding a higher 
rank than assistant secretary. 

Mr. McFadden, in charge of the im- 
proved risk and engineering department, 
joined the Home in 1905 as chief of the 
sprinkler department, having previously 
been in the engineering department of 
the South-Eastern Underwriters’ Asso- 
ciation. In the twenty years the depart- 
ment has grown greatly and his duties 
have been extended to include super- 
vision of lines such as rain insurance, 
which were scarcely thought of when he 
joined the company. He became assist- 
ant secretary in 1921. 

Mr. Blumenreiter went with the Home 
in 1907 from the old Germania Fire and 
became an examiner in the Southern 
department. In 1916 he was placed in 
charge of what was then called the 
brokerage department, but is now known 
as the business development department. 
He has continued as head of that depart- 
ment ever since. In 1921 he was elected 
an assistant secretary. This department 
not only binds risks throughout the 
United States and Canada, as well as 
some additional territory, for brokers, but 
handles for agents of the Home and its 
affiliated companies a very large volume 
of business which they control outside of 
their own territories. 

Mr. Schulte, head of the accounting 
department, has been connected with 
that department ever since 1908 when 
he joined the Home and was assigned 
to clerical work and bookkeeping. The 
value of his services was recognized in 
1921 by his election as assistant sec- 
retary. 

Mr. Martindale, head of the automo- 
bile department of the Home and its 
affiliated companies, received his early 
insurance training in the surety and cas- 
ualty business. He joined the Fidelity & 
Deposit Company in 1906 as a special 
agent, was for a time with the Aetna 
Life and affiliated companies in Pitts- 
burgh and then returned to the service 
of the Fidelity & Deposit as agency 
Supervisor in charge of the Eastern 
territory. In May, 1916, he joined the 
Home as assistant manager of the auto- 
mobile department, was made manager 
of the department later that year and in 
1921 was elected assistant secretary. 





COURT SUSTAINS HYDE 

The Missouri Supreme Court has 
Sustained State Superintedent of In- 
surance Ben C. Hyde in his efforts to 
Insist that persons taking out insur- 
ance brokers’ licenses must have some 
knowledge of the fundamentals of in- 
Surance and devote a sufficient time to 
the business to warrant their receiving 
commissions on policies placed. 


JOHN H. LEWIS HERE 

John H. Lewis, youngest son of Gen- 
eral Manager Hugh Lewis of the Liver- 
pool & London & Globe, is on his first 
visit to this country. He is now with 
C. T. Bowring & Co. in the underwriting 
department. Mr. Lewis was graduated 
from Cambridge University. - 





Insurance Splits 
N. Y. Auto Ass’n. 


TWO BODIES BEING FORMED 


Smaller Cities Oppose Entrance of Ass’n. 
in Insurance; Big Cities Favor 
the Scheme 





Fireworks aplenty marked the two-day 
convention of the New York State Auto- 
mobile Association held this week at 


Lockport, N. Y. The trouble all came 
about because President Oscar J. Brown 
of Syracuse some time ago tried to put 
his organization into the automobile in- 
surance business, a proposition that was 
supported by the larger cities and op- 
posed by the smaller ones. 

The net result of the fight was the 
splitting of the State Association into 
two separate parts, each with a full roster 
of officers and each claiming the right 
to the name of the original organization. 
Next will come a fight in the Supreme 
Court over possession of the association’s 
funds, said to amount to nearly $10,000. 

President Brown several months ago 
induced the directors of the State Auto 
Association to favor an insurance de- 
partment, which was to have written in- 
surance for members of the club at less 
than the prevailing rates of Conference 
companies. . 

The New York State Insurance De- 
partment refused to legalize the depart- 
ment and Brown then organized an in- 
surance underwriting agency at Syra- 
cuse, with a full force of solicitors and 
clerks and made arrangements for plac- 
ing his business with two of the Kemper 
mutuals. In the meantime suit had been 
filed against Brown to force him to re- 
turn to the Association some $1,500 which 
had originally been appropriated to get 
the association’s insurance department 
underway. 


Fight on Credentials 


When the convention convened Mon- 
day of this week there was a distinct 
and obvious feeling against the re-elec- 
tion of Brown as president. This pre- 
cipitated a fight in the credentials com- 
mittee with the result that a majority 
report favored voting the bulk member- 
ship of clubs through their delegates at 
the convention, each delegate being en- 
titled to 100 votes. 

The minority report favored the voting 
of individuals present. The majority re- 
port was adopted, throwing the conven- 
tion into the hands of the three large 
cities of New York, Buffalo and Syra- 
cuse. 

Thereupon, the insurgents, who largely 
represented clubs in the smaller cities, 
called a rump convention which met 
Tuesday morning. 

Tuesday the old association proceeded 
to re-elect Brown as president. It also 
re-elected E. H. Bogart, a Kingston in- 
surance man, as vice-president. A reso- 
lution was adopted to oust Herbert W. 
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Baker, of Albany, the secretary of the 
association, because of his opposition to 
Brown. 

At the same time, insurgents met and 
elected E. H. Bogart their president, 
who accepted the election. 

As the situation now stands, the auto- 
mobile clubs of all the smaller cities of 
New York State and thousands of mem- 
bers of the automobile clubs of New 
York, Buffalo and Syracuse are bitterly 
opposed to any invasion of the field of 
legitimate insurance by the organization. 

Against them are arrayed the shattered 
organizations of New York, Buffalo and 
Syracuse backing up President Brown 
and his insurance agency at Syracuse. It 
is expected that there will be a large 
number of resignations from the three 
associations at once. However, it should 
be noted that this branch of the state 
association has the machinery of the old 
organization in its hands, and, for the 
time being, the funds. y 

In the meantime there is a persistent 
rumor in Buffalo to the effect that D. 
Lewis, secretary of Buffalo _Club, will 
attempt to open an underwriting agency 
in that city in the near future, placing 
his business with a local mutual. 
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Head Office: 45 John Street, New York 
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W. A. FRICKE REJOINS DEPT. 





Former Commissioner of Wisconsin 
Appointed By W. S.*Smith As 
Inspector of Practices 
Dr. William A. Fricke, Milwaukee, 
former insurance commissioner of Wis- 
consin, was on Saturday appointed to 
the position of inspector of methods 
and practices in the insurance depart- 
ment by W. Stanley Smith, commissioner 
of insurance. Mr. Fricke is one of 
the best known authorities on insurance 
problems in the United States. He will 
assume his new duties about October 
15. For the present the appointment 
of Mr. Fricke to the position is of a 
temporary nature, although it is planned 
to make it permanent under the civil 

service rule. 

Mr. Smith has created a new position 
in his office and has called Mr. Fricke 
to the position because of his thorough 
knowledge of insurance matters. The 
appointment was tendered to Mr. Fricke 
almost a month ago. He delayed in an- 
swering the proposal having the matter 
under consideration. In his letter of 
acceptance Mr. Fricke pointed out that 
it was not the matter of compensation 
which appealed to him, but rather the 
opportunity to assist in a revision of the 
insurance laws which he declares be- 
comes more necessary every day. 


TO HOLD WALKER MEETING 

An outdoor meeting will be held under 
the auspices of the Insurance Agents 
and Brokers Association next Friday at 
one p. m., boosting Senator James J. 
Walker as the next mayor of New York. 
The meeting will be held at the corner 
of John and Dutch Streets, New York. 
Some of the speakers will be Hon. 
George G. Battle, Hon. James J. Hoey, 
Hon. Montrose Strassburger, Hon. Lef- 
fert Hold, Hon. Victor Colucci, T. Frank- 
lin Hogan and Daniel T. McEnerny. 

Herman A. Bayern, chairman of the 
executive committee of the association, 
will preside. 
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Bissell Heads N. Y. 
Underwriters Co. 


TO START WRITING JAN. 1, 1926 





Successor to N. Y. Underwriters Agency 
Has $2,000,000 Capital And 
$3,000,000 of Surplus 





The board of directors of the New 
York Underwriters Insurance Company, 
which is the incorporated organization 
of the well-known New York Under- 
writers Agency, held its first meeting 
last Thursday and the following were 
elected as officers; President, R. 
Bissell; vice-presidents, F. C. White, R 
M. Bennett and T. D. Richardson; sec- 
retary, A. R. Stoddart; assistant secre- 
taries R. L. Tanner and J. C. Stoddart. 

The $2,000,000 capital and $3,000,000 
surplus with which the company will 
start have been paid in and the New 
York Insurance Department has been re- 
quested to examine the company prelim- 
inary to granting a license. The depart- 
ment has indicated that it will make the 
examination on Tuesday. It is expected 
that within a few days after the examina- 
tion the company will receive its New 
York license, immediately following 
which it will apply for admittance to all 
the other States and to the Dominion of 
Canada. 

The new company expects to begin the 
actual writing.of business on January 1, 
1926. Everything is in readiness. The 
applications for licenses for over 8,000 
agents are already signed and ready to 
be sent to the various States as soon 
as they license the company. More than 
2,000,000 policies have been printed and 
these, together with other supplies, are 
ready for shipment to agents as soon as 
their licenses are granted. 

Until January 1 the business will be 
conducted by the New York Underwriters 
Agency, as it has been for more than 
sixty years. Except in the use of new 
supplies, agénts will notice no differ- 


Travelers Fire 
To Increase Stock 


$500,000 CAPITAL DOUBLED 


Company Has Been Making Real Head- 
way Since it Began Only a Few 
Months Ago 








The Travelers Fire of Hartford is tak- 
ing steps to increase its capital from 
$500,000 to $1,000,000. There will be a 
special meeting of stockholders on 
October 19 to ratify the, action of the 
directors. The company stock is owned 
largely by the Travelers Insurance Com- 
pany and the boards of directors of the 
two companies are identical. Many of 
the officers of one company are also 
officers of the other. 

The charter of the Travelers Fire was 
secured a number of years ago from 
the Connecticut Legislature and renewed 
from time to time. The actual organiza- 
tion of the company was accomplished 
October 7, 1924, but the first business was 
not written until after the first of the 
present year. 

The company began writing automo- 
bile fire and theft insurance in the spring, 
and later took up general fire, tornado, 
explosion, riot and civil commotion and 
similar lines. 

The Travelers Fire has gotten under 
real headway during the last few weeks, 
and its premium income last week ex- 
ceeded $100,000. The premium income 
so far has been $1,000,000. 


Entering All States 


The Travelers Fire is being entered 
in all states and territories where the 
Travelers Insurance Company and the 








ence when the New York Underwriters 
Insurance Company begins writing, for 
it will be managed by A. & J. H. Stod- 
dart, general agents, just as the old 
institution was. 
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O. J. PRIOR, President 
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INCORPORATED 1868 


Che Staderd Fire Insurance Cs. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 








Travelers Indemnity Company have been 
operating, and is rapidly appointing 
agents in all these fields. Agency ap- 
pointments have been averaging better 
than 100 a week for some time now, and 
by the end of the year the company 
will have an extensive agency plant 
throughout the United States. 

The organization of the salaried field 
force and home office forces in Hartford 
has been under the direction of Vice- 
President Robert H. Williams, who came 
to the Travelers Fire from the United 
States department of the Liverpool and 
London and Globe on the first of the 
present year. The officers of the 
Travelers Fire are: Louis F. Butler, 
president; William Brosmith, vice-presi- 
dent; L. Edmund Zacher, vice-president 
and treasurer; Robert H. Williams, vice- 
president; L. Edmund Zacher, secretary; 
Walter E. Batterson, assistant secretary; 
Roger W. Wright, assistant secretary; 
Allen R. Goodale, assistant secretary; J 
W. H. Pye, comptroller; Charles D. 
Rarey, auditor, and Wellington R. 
Slocum, cashier. 





KOCH JOINS EXCELSIOR 


Philip J. Koch has joined the Ex- 
celsior of Syracuse, N. Y., as chief ex- 
aminer. Mr. Koch was for three years 
in the general rating department, Syr- 
acuse Division of the New York Fire 
Insurance Rating Organization and was 
for five years with the Crum & Forster 
group in New York City. 


BLUE GOOSE TO GATHER 

New York City Pond of the Ancient 
and Honorable Order of the Blue Goose 
will open its seasonal activities with a 
dinner and initiation at the Drug & 
Chemical Club in New York on Monday 
evening, November 9, at 6 o'clock, p. 
It was originally planned to inaugu va 
the season late in October, but a post- 
ponement was made to avoid conflict 
with other organizations. The Enter- 
tainment Committee aims to make the 
initial event a banner affair and hopes 
to have an interesting announcement to 
make in the near future. 





FULL PAGE AD IN PAPER 


Hartford fire insurance agencies took 
a full page advertisement in the “Hart- 
ford Courant” on Monday of last week 
in connection with Fire Prevention Week 
activities. The “ad” pictured a wolf 
whose fur resembled flames. The cap- 
tion read “Fire—The Outlaw’—and the 
text below spoke of the necessity of 
stopping the fire wolf’s ravages. Fifteen 
agencies signed the ad. 





CARTLEDGE MADE MANAGER 


Ralph S. Cartledge has been appointed 
manager of the Travelers Fire for Florida, 
effective October 25. He is a native of 
Columbus, Ga., and for the last two and 
a half years has been special agent of the 
Continental in South Carolina. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres, and Treas. 
aed Bliven, beings hee and West. Mgr. 


Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 


Organised 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 
Capital . $3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities.. 8,536,871.80 
Net Surplus. ... 3,586,660.11 





Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, be gh and West. Mgr. 
Davis G. Vaughan, S 


A. H. Hassinger, tary 
Wells T. Bassett, Secretar> 


Girard F.«M. 


INSURANCE Co. 
of Philadelphia 
Organized 1853 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 3,213,098.14 


Net Surplus. ... 1,260,934.06 


Assets ........$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Secretary 


MECHANICS 


INSURANCE CO. 
of Philadelphia a 
Organized 1854 ' 
Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 


Reserve Reinsur- 
* ance Fund and 
Reserve for all 
all other liabilities | 2,575,127.95. 


Net Surplus.... 1,000,362.98 


Assets sce aa ee $4175,490.93 


Policyholders’ Surplus 
$1,600,362.98 














FIRE INSURANCE CO. 


"Net Surplus. ... 





John 
Waite Bivens, Vi Vice-Pres. and ‘West. M 
Thos. A. Hatha — 


gy Secretary 


H. 
Wells ¥. Bante denne 


National 
Ben Franklin 


of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
.ASSETS AND LIABILITIES 
Capital ..:....$1,000,000.00 
Reserve Reinsur- 
ance Fund and 


Reserve for all 


other liabilities... 3,751,385.75 


501,427.56 


Assets wee eee oGDj202,013.31 
Policyholders’ Surplus 
$1,501,427.56 
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George F. Kern Now 
With Kelly & Fuller 


BECOMES MEMBER OF THE FIRM 


Well-Known Local Agency Now Called 
Kelly, Fuller & Kern; Represents 
Fine List of Companies 








George F. Kern, formerly general 
agent of the Phoenix of London and its 
affliated companies in charge of the 
automobile department, has joined the 
well-known local agency firm of Kelly 
& Fuller in New York City and hence- 
forth the agency will be known as Kelly, 





HARRY H. FULLER 


Fuller & Kern. This agency is one of 
the veterans of the city, having been es- 
tablished in 1902 by the late John A. 
Kelly and Harry H. Fuller, who is now 
the senior partner. The other member 


PHILIP SMYTH 4 


is Philip Smyth, who joined the firm 
when it was organized. 

Harry H. Fuller, the senior partner of 
the firm of Kelly, Fuller & Kern, was 
born in Boston. After graduation from 
the Polytechnic Institute of Brooklyn, 
he entered the insurance business in the 
employ of the Boston, eventually be- 
coming manager of the metropolitan de- 








GEORGE F. KERN 


partment in New York. In 1902 he 
joined with the late John A. Kelly in 
the formation of the firm of Kelly & 
Fuller which firm were appointed metro- 
politan agents of the Boston, the Fire 
Association, and the Georgia Home of 
Columbus, Ga., and have continuously 
represented them ever since, various 
other companies being added to that 
agency from time to time. 

Philip Smyth was born in Hartford, 
Conn., and commenced as an office boy 
with the Scottish Union, & National at 
Hartford. He held the position of of- 
fice manager, when, in 1912, he resigned 
and came to New York with John A. 
Kelly, entering the employ of Kelly & 
Fuller, and became a partner in 1912. 

George F. Kern was born in New 
York City,, November 25, 1888. He 
spent three years with the marine in- 
surance firm of Herrmann & Co., and 
ten years with New York department 
of Royal, acquiririg fire, automobile and 
casualty (through contact with Royal 
Indemnity Company) -experience. He 
assisted in launching the “Royal” com- 
bined automobile policies, the first of 
their kind to be put out by an allied 
fire and casualty organization. 

Mr. Kern has been for the last six 
years with the Phoenix Assurance and 
its fleet of companies, as general agent, 
in charge of automobile business coun- 
try-wide. He has been interested and 
active in National Automobile Under- 
writers Conference—formery member of 
Rates Committee for several years. Also 
interested and active in Eastern Auto- 
mobile Underwriters Conference—mem- 
ber of Executive Committee now and for 
many years past. 

He is thoroughly familiar with na- 
tional as well as local conditions, having 
travelled the entire country extensively 
in the interest of the companies he has 
represented. 

The agency was founded in 1902 and 
is one of the prominent underwriting 
offices in the city. The companies rep- 
resented include the following: Boston, 
Georgia Home, Fire Association of Phila- 
delphia, Old Colony, Patriotic, Victory, 
Great Lakes, National Union for Brook- 
lyn and Virginia Fire & Marine for 
Brooklyn. 





THOMPSON SUCCEEDS KERN 


Percival Beresford, United States 
manager of the Phoenix of London, an- 
nounces with regret the resignation of 
George F. Kern, general agent of the 
automobile department, effective October 
15. Mr. Kern carries with him Mr. Beres- 
ford’s best wishes for his continued suc- 
cess. W. M. Thompson, who has assisted 
Mr. Kern for a number of years will be 
promoted to general agent of the auto- 
mobile department of the Phoenix group 
of companies. 





To Continue Fight 
On Auto Schemes 


AGENTS TAKE FIRM STAND 





National Association Convention Says 
Local Agents Will Resist All At- 
‘ 'Tempts at Compulsory Covers 





Kansas City, Oct. 9—Here is what 
the resolutions committee of the Nation- 
al Association of Insurance Agents re- 
ported as its resolution on the automo- 
bile situation: 


“Insurance develops all necessary 
forms of protection and a field force 
specialized in applying them. The auto- 
mobile industry has greatly served the 
nation’s growth and develops a field 
force having special training in the sale 
of motors. 


“When the insurance on automobiles 
lacks the service of the trained local 
agent, practical and poorly adjusted cov- 
erage is frequent, and the public is 
harmed. 

“Insurance is not an article—it is a 
service; and the assured, therefore, 
should have a free selection of the com- 
pany and agent by whom the service is 
provided through an insurance contract. 


“Any person or corporation that at- 
tempts to inflict compulsory insurance on 
the public, and deprive the assured of 
the free choice of his local agent, is 
working grave harm to the public in- 
terest and will meet with determined and 
instant resistance from the insurance 
fraternity. Company officials, their 
staffs, the thousands of traveling agents, 
the adjusters and inspectors, the army 
of local agents and others have a large 
share in the conduct of a business which 
receives in annual fire and casualty pre- 
miums in excess of one million dollars. 
They are too large a portion of the 
purchasing public to be disregarded. 

“Likewise, any insurance company 
which assists any person or corporation 
to force insurance on purchasers of mer- 
chandise and thus deprive him of his 
right freely to choose the local agent 
to whom he may desire to turn for in- 
surance service’ he cannot expect the 
insurance fraternity to overlook such ac- 
tion. 

“We approve the steps taken by our 
officers to combat every scheme of this 
nature and we pledge our prompt co- 
operation and assistance to them in the 
continuation of their labors.” 





ACTS ON MULTIPLE AGENCIES 


National Ass’n To Seek Conference With 
Companies On Question of 
Sole Agencies 





The resolutions committee of the Na- 
tional Association of Insurance Agents 
last week at Kansas City reported the 
ee on the subject of sole agency 
rule: 


“The return of West Virginia to the 
sole agency rule indicates that the com- 
panies are ready to adopt this reform 
when a territory so desires. 

“This convention, representing as it 
does the local agents of the whole United 
States, wishes to see the end of multiple 
agencies because that system destroys 
true agency relationship. 

“We, therefore, suggest that our of- 
ficers ask for a conference with, and the 
cooperation of, the National Board of 
Fire Underwriters in this effort to return 
to a responsible agency relationship.” 





STICK BY PRINCIPLES 


Agents At Kansas City Renew Allegiance 
to Milwaukee Resolution; State 
Bodies Act 


The resolutions committee of the Na- 
tional Association of Insurance Agents 
last week at Kansas City reported this 
resolution : ‘ 

“We note with satisfaction the ex- 








pressed desire of nearly all companies to 
cooperate with the National Association 
of Insurance Agents in preserving the 
American agency system. 

“The upholding -and observing of our 
announced principles is unquestionably to 
the benefit of the public. 

“This convention. heartily commends 
the action of many state associations in 
writing into their respective constitutions 
the National Association’s statement of 
principles and the substance of the Mil- 
waukee Declaration. 

“We urge that all state associations 
which have not already acted should pro- 
ceed as soon as possible to make these 
amendments a part of their constitution 
in order that the principles of the Na- 
tional Association, so necessary to the 
preservation of the American agency 
system, may be enforced; for they are 
the basis of proper agency practice and 
adequate public service.” 





ASPHYXIATION CAUSES 


As a result of numerous deaths and 
asphyxiations that have occurred in many 
cities due to carbon monoxide liberated 
from natural gas heaters, the Bureau 
of Mines, Department of Commerce, has 
conducted a study of the causes of in- 
complete combustion, and consequent 
carbon monoxide production, in various 
types of such heaters. The two main 
reasons why natural gas heaters liber- 
ate carbon monoxide were found to be, 
first, the lack of sufficient air supplied 
to the burning gas to give complete 
combustion; and, second, attempts to 
burn too large a volume of gas in a 
given space. 





Agents Pleased 
(Continued from page 1) 


one on me,” when he hears something 
novel. 


Agency System Strengthened 


The anonymous articles in the “Jour- 
nal of Commerce,” New York, in which 
pessimistic writers forecast the spread 
of the branch office system and the de- 
mise of the American Agency System, 
were really helpful to the National Asso- 
ciation of Insurance Agents, in view of 
the fact that they threw a scare into 
the agency force and resulted in the 
National Association of Insurance 
Agents getting more members. They 
also paved the way for Secretary Wal- 
ter H. Bennett to make a stirring an- 
swer, which he did in denying that the 
American Agency System would be 
“junked” and telling why. 

The fact that the National Board did 
not confer with the National Asocia- 
tion’s committee was stated not to be 
significant, as Manager Mallalieu was in 
Europe for several weeks last summer. 
The fact that one of the insurance papers 
covering the convention with a daily is- 
sue was smaller by a number of pages 
than last year was declared not to be 
because of any growing coldness be- 
tween companies and the Association. 

James L. Case, former president, told 
THe EAasterRN UNDERWRITER that the 
relations between the companies and 
the National Association were better 


than they have ever been before. 
George D. Markham of St. Louis took 


a very prominent part in the convention 
this year. He began in the Missouri 
State Association meeting where his ad- 
vice was asked in several matters, and 
continued active all through the week. 

Fred J. Cox, whose health is not so 
good, was missed at the convention. 

R. P. DeVan of West Virginia was 
chairman of two important committees. 
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Conn Addresses 
Northwest Ass’n 


ON GETTING BETTER AGENTS 





Would Have Insurance Disputes With- 
drawn From Law Courts and Settled 
by Arbitration 





Judge Harry L. Conn, superintendent 
of insurance of Ohio, spoke yesterday at 
Chicago on the subject of the “Travesty 
of Insurance Supervision” before the 
annual convention of the Fire Associa- 
tion of the Northwest. In this talk he 
made several interesting points, two of 
the most important touching on the sub- 
jects of getting better qualified local 
agents and settling insurance company 
litigation by arbitration. On _ these 
matters Judge Conn said: 


“My recent suggestion before the Fire 
Insurance Club of Cleveland that there 
be an integration of the agency forces, 
while encountering some objection, was 
generally approved. Further considera- 
tion of it only strengthens me in the 
belief that it is sound. The suggestion 
was that the state incorporate the agency 
force under a general law into a single 
group, the law to contain a provision 
that no person may engage in the busi- 
ness as agent or solicitor unless he be 
a member of the statutory organization. 
The state organization should have 
supervision of the district organization 
and the latter in turn be superior to the 
county organization. The latter, through 
a board of trustees to be elected an- 
nually, should have authority to pass 
upon the application of candidates for 
agents’ licenses. It was claimed this 
would tend to bar many worthy appli- 
cants because of selfish interest and 
prejudice of those already in the field 
but this would not follow, since the plan 
would provide the machinery for an ap- 
peal from the county board to the district 
board and in turn from the latter to the 
state board. 

“The action of all of these boards, even 
the state board, would be recommenda- 
tory merely, the decision ultimately being 
for the department. In order that there 
might be absolute protection for an appli- 
cant as against whimsical action on the 
part of the boards or even of the com- 
missioner, there should be provided a 
method of review by the courts, giving 
those tribunals the right to correct any 
abuse of discretion. This ultimately 
would make for a better selection of 
agents and its adoption certainly would 
relieve the special and state agents from 
much detail as regards the investigation 
of new agents. Furthermore, overdue 
balances would disappear from reports 
altogether. This plan of licensing agents 
is based on the English system of ad- 
mission to the bar. 


Plea For Arbitration 

“Arbitration for the settlement of dis- 
putes is becoming more and more an 
established fact in our civil jurisprud- 
ence. It is feasible for insurance. My 
idea would be to go even further and 
withdraw insurance altogether from the 
law courts by giving a commission of 
three or five or more in each state, 
patterned somewhat after the Interstate 
Commerce Commission, the entire juris- 
diction over insurance, with power among 
other things, to hear and pass upon all 
disputes on policy claims. This would 
soon result in a highly trained set of 
men, able to go to the heart of the con- 
troversy, to detect frauds attempted to 
be perpetrated, and who would soon be 
as competent as the courts (and no one 
holds the ‘courts i nhigher respect than 
myself) speedily to render approximate 
justice. The courts should retain such 
questions as grow out of charter rights 
anr franchises. This would require a 
constitutional amendment but if a gen- 
eral rehabilitation is to be had, we should 
go all the way. In this connection, my 
thought is that the negligence of the 
insured should be a bar to recovery under 


a policy. If the insured purposely fires 
his own property, he can not recover; 
nevertheless, if he is culpable to the 
extent of gross carelessness, he may 
recover. There may be a difference of 
intent—a state of mind—but so far as 
society is concerned, every sane man 
must be charged according to his act 
and not by his state of mind. It is a long 
stretch from exoneration of a common 
carrier by act of God to exoneration of 
a policyholder by act of negligence. Yet 
we do that very thing when we indemnify 
a man for a loss growing out of his own 
inattention. 





$100,000 IN ONE WEEK 
The Travelers Fire wrote over $100,000 
in premiums in the third week of the 
President’s Testimonial Campaign which 
is being held now. 





The straight canvass is the best 
method of soliciting insurance in small 
towns. 


New Companies Entering 
Michigan. Must Have $100,000 


All non-Michigan insurance companies 
which gain admission to this state in 
the future must have assets of $100,000 
or more, according to a ruling just put 
into definite form by Commissioner 
Leonhard T. Hands. : 

Long experience has demonstrated to 
Mr. Hand’s satisfaction that only those 
foreign companies which can make a 
financial showing at least up to the 
standard mentioned can be safely li- 
censed and trusted to maintain a good 
condition without an undue degree of 
supervision. A relatively large number 
of small companies have been seeking 
admission to Michigan of late and Com- 
missioner Hands has decided that, in 
view of the attitude of the state leg- 
islature as expressed in previous legisla- 
tion, a barrier should be placed now to 
prevent much trouble in the future. 














INSURANCE-WALKER LEAGUE 

A joint meeting of the Insurance 
Brokers Association of Brooklyn and the 
Real Estate Brokers Association of 
Brooklyn was held Tuesday at the Man- 
ufacturers Trust Building at which 
non partisan league, to be known as the 
Insurance and Real Estate Brokers 
League, was formed. The Democratic 
ticket from Senator Walker down was 
unanimously endorsed in recognition of 
Senator Walker’s assistance to insurance 
associations and his insurance work jn 
the legislature. The following committee 
was elected: Austin E. Titus, executive 
chairman; John E. Watson, chairman; 
Moe Levinson, Vice-chairman; Edwin 
Squance, treasurer and Isaac Alkus, sec- 





AGENCY IS 40 YEARS OLD 
Andrew J. Corsa & Son, Brooklyn 
local agents, are celebrating the fortieth 
anniversary of the establishment of their 
agency. The agency was founded in 1885 
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by the late Andrew J. Corsa. 




















The 


American railway system, 


i“ 

















hs 


with its network of shining steel 
rails covering the forty-eight states 
of the Union, is one of our most 
impressive national accomplish- 
ments. 











In the early days of the railroad’s 
development the locomotives in 


use weighed but 3% tons. Today 
our largest freight locomotives 


weigh as much as 450 tons. The 
army of railroad employees num- 
bers nearly 2,000,000 persons. We 
have 69,000 locomotives, 57,000 
passenger cars and 2,500,000 freight 
cars, 


If the mile upon mile of railroad 
tracks could be stretched out end 





HE Springfield Fire and 


Marine 


pany is the oldest stock 
fire insurance company char- 
tered by the ‘Commonwealth 
of Massachusetts, 
It commenced 
early days of the railroad and 


its growth 
more than 
with the 


country’s industry and com- 
merce have been possible only 
through the facilities afforded 


by the 
system. 


Insurance Com- 


rations in the 


and prosperity for 
seventy-five years 
expansion of the 


erican railway 








SPRINGFIELD FIRE & fi 
me SENTINEL FIRE 


HEAD OFFICES, 
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- to end they would completely en- 


UNDERWOOD & UNDERWO0D-N-Y: 


circle the globe ten times with 
some 20,000 miles of track to 
spare. This mammoth system has 
cost us $20,000,000,000 or more 
than the entire cost of the Worl’ 
War. ce 


Like most American enterprises 
the history of the railroad is one 
of vision, initiative and persistence. 
Engineering feats without parallel 
overcame gigantic natural ob- 
stacles. American inventive geni- 
us banished mechanical difficulties. 
The country has been transformed 
from a wilderness of forest, moun- 
tain and prairie into a populous 
land of industrial activity and 
supremacy, 








RINE [NSURANCE (0. 
INSURANCE Co. 


SPRINGFIELD, MASS. 
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Investigating New 
Lloyd’s Concern 


ILLINOIS TAKES ACTION 








Insurance and Attorney General’s Dept. 
Investigating Operations of — 
International Lloyd’s 





The Illinois Attorney General and 
Cliford T. Ireland, state director of the 
Department of Trade and Commerce in 
Springfield, Ill, have started an inves- 
tigation of International Lloyd S, an in- 
surance concern in Chicago. — 

United States postal authorities have 
been investigating “International Lloyds” 
for weeks, as has the Chicago Motor 
Club, acting as western representatives 
of the American Automobile Associa- 
tion. The state’s attorney’s office in 
Chicago has launched an inquiry and 
announced that A. J. Joseph, president 
and treasurer, and L. L. Stern, vice 
president and secretary of the company, 
will be called for questioning. 

George Diersen, assistant attorney 
general of Illinois with offices in the 
Otis Building here, is in charge of the 
attorney general’s investigation. 

Hundreds of complaints concerning 
the operations of “International Lloyds” 
have been received by the attorney gen- 
eral’s office, the state’s attorney’s office, 
the Postoffiice Department, the state de- 
partment of trade and commerce, the 
American Automobile Association and 
the Chicago Motor Club. 

The Chicago Evening American is in 
receipt of the following letter from Mr. 
Ireland, the state director of trade and 
commerce : 

Gentlemen—In response to your in- 
quiry concerning the activities of Inter- 
national Lloyds Underwriters, 219 N. 
Michigan av., Chicago, will say that the 
attorney-in-fact for these underwriters, 
International Lloyds Agencies, Limited, 
a corporation organized under the gen- 
eral corporation act for the purpose of 
acting as attorney-in-fact for the under- 
writers, received a license from the De- 
partment of Trade and Commerce on 
February 2, 1925, for the purpose of 
transacting the business of insuring 
agaist fire, lightning, hail, windstorm 
and sprinkler leakage in this state, in 
accordance with an act approved May 
31, 1911, 

It has been brought to the notice of 
the department that these underwriters 
are engaged in issuing full coverage 
automobile insurance policies, so-called 
combination fraud and holdup policies, 
and policies, guaranteeing land values. 

The last mentioned activities are not 
within the scope of the license so issued 
and are not under the supervision of 
the Department of Trade and Commerce, 
there being no statute dealing with such 
additional forms of insurance coverage 
when issued by individuals insuring the 
interests of others. 

The department has referred the sev- 
eral situations pertaining to these under- 
writers to the attorney general for in- 
vestigation, with a view to curbing any 
violations of law which may be found 
by him. 

: Very truly yours, 
DEPARTMENT OF TRADE AND 

_. COMMERCE. 
(Signed) Clifford T. Ireland, 
Director. 





INSURED DONAHUE JEWELS 
Chubb & Son, one of the leading 
Marine insurance agencies in New York 
City, are reported to have handled the 
insurance on the Donahue jewels, which, 
valued at nearly $700,000, were stolen 
mysteriously from the Hotel Plaza re- 
cently, and as mysteriously returned to 
the district attorney’s office this week. 
Tivate detectives of the underwriters 
are understood to have played an im- 


Portant part in the recovery of the 
Stolen jewels, 





A signed application marks the begin- 
talden your “contact” with your policy- 


SAFEST FORM OF INSURANCE 


In a recent advertisement the Girard 
Trust Company, of Philadelphia, answers 
this as follows: 

“That form of insurance which does 
not put the burden of investing and con- 
serving the proceeds on benefi¢iaries 
who may not be experiencde, but which 
assures them a steady and dependable 
income instead.” 





MYERS SUCCEEDS MALLALIEU 


H. Verne Myers was elected Most 
Loyal Grand Gander of the Blue Goose 
at the annual meeting in Chicago on 
Tuesday of the Grand Nest of the organ- 
ization. An increased membership and 
ample finances were reported. W. E. 
Mallalieu, manager of the National 
Board, and retiring Grand Gander re- 
ceived high praise for his successful ad- 
ministration. 





North Shore Properties, Inc., A. B. 
Mazgee, Jr., treasurer, chartered under 
Delaware laws, real estate and insurance 
brokers, has filed certificate of statement 
and designation in the office of the sec- 
retary of state. Capital is stated at 20,- 
000 shares preferred stock, $25 par value, 
and 25,000 shares common stock, non- 
par value. New York office is Flushing, 








Insurance in Colombia 








Commerce in Colombia, South Amer- 
ica, is as yet, little accustomed to in- 
surance. What little business there is, 
is confined to the four principal cities of 
Cienaga, Bogota, Santa Marta and Rio 
Hacha. In the first and the last of these 
cities no business houses are insured 
at all, whilst in Rio Hacha the total 
list of insurances in force is as follows: 

1 restaurant (building). 

1 Italian dry goods store. 

1 warehouse (building and goods). 

3 warehouses (building). 

1 bookstore. 

1 railway property (which is English). 

Out of the whole available potential 
insurers, only 7 per cent have cover, and 
even these have only taken out policies 
because of pressure from their creditors. 
For many years there have been no 
fires and consequently no effort has been 
made to push the business. 

Construction is almost universally of 
adobe and there is very little wood used. 


No record of fires has ever been kept, 
but an agent of one company, aged 73. 
years, only remembers two fires in his 
lifetime. No fire appliances are in use 
owing to lack of necessity for them. 

The Commercial Union is the only 
English company represented in the Re- 
public. 

There does not appear to be any de- 
posit required from foreign companies, 


nor are there any speciai insurance 
laws. 





CHURCH MADE AN OFFICER 

Alonzo Church, of New Orleans, has 
been elected vice-president of the La 
Salle Fire and the Great Union Fire & 
Marine, both of New Orleans. He has 
been Louisiana state agent of the In- 
surance Company of North America for 
over twenty years and is regarded as 


one of the leading fire insurance men of 
the south. 





The Royal Indemnity has issued revised 
automobile rate charts. 








Harry H. Fuller 
George F. Kern 
Philip Smyth 








94 Maiden Lane 


Kelly, Fuller & Kern 


UNDERWRITERS 


—Representing— 


Boston Insurance Company, of Boston 

Georgia Home Insurance Company, of Columbus, Ga. 
Fire Association of Philadelphia. 
Old Colony Insurance Company, of Boston. 
Patriotic Insurance Company, of New York. 
Victory Insurance Company, of Philadelphia. 
Great Lakes Insurance Company, of Chicago. 


National Union Fire Insurance Company, of Pittsburgh 
(for Brooklyn). 


Virginia Fire & Marine insurance Company, of Rich- 
mond (for Brooklyn). 





New York 


Brooklyn Office: 
140 Montague St. 
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Bulkley Discusses 
Present Practices 


—— 


IN STOCK’ FIRE 


—_-——— 


Springfield Fire & Marine President 
Talks on Rate Trends and Growing 
Problems 


INSURANCE 


George G. Bulkley, president of the 
Springfield Fire & Marine, made some 
highly interesting comments on fire insur- 
ance rates, current problems and _ re- 
sponsibilitics in a talk made yesterday in 
Chicago before the Fire Underwriters’ As- 
sociation of the Northwest. Following 
are extracts from his address: 


In our business much depends upon 
personal initiative and individual judg- 
ment. There are opportunities for great 
achievement, but these are accompanied 
by responsibilities known only to those 
who are earnestly striving to advance 
stock fire insurance. These responsi- 
bilities entail service to the property 
owner, and to the shareholders as well, 
many of whom have invested their 
Savings in insurance stocks. You will 
have a better understanding of this re- 
sponsibility when I tell you that forty- 
nine percent of the stockholders of the 
company with which I am connected are 
women and twelve percent philanthropic 
organizations and trustees representing, 
among others, the interests of widows 
and orphans. Do I have to urge you— 
when you realize that your shareholders’ 
list does not differ from mine—to guard 
in every way the interests of those who 
most need your loyalty and support and 
to use every opportunity to advocate 
proper legislation, that the invested capi- 
tal, which includes trust funds, may be 
safely guarded and not forced out of 
the insurance business and into other 
channels? 


Methods Must Be Uniform 


At no other time in our history has 
there been a_ greater demand for 
thoughtful consideration of the problems 
surrounding stock fire insurance by the 
official and managerial staffs of the com- 
panies. They are important factors 
which may be compared to the regu- 
laters and motors at the main plant, 
located there to utilize the load sent 
them from the agency system to the 
best advantage of all concerned. The 
situation confronting them is a complex 
one. The business now produced by the 
agency system includes not only fire, but 
a variety of side lines—so called inland 
marine covers, life and casualty classes 
as well. While this business energy is 
all generated at and transmitted from 
the same sources, it is being supplied to 
and utilized by consumers chartered to 
transact different classes of business. 
The responsibility of seeing that there 
is a fair distribution, without waste, of 
energy to each class of company de- 
mands a better understanding of all con- 
ditions underlying the principles of stock 
insurance, and closer cooperation be- 
tween the heads and managers of the 
various classes of companies deriving 
their income from common sources. The 
executive and managerial staff of each 
company must work as a unit. With 
common conditions countrywide, brought 
about by present modes of travel and 
means of communication, a uniform pol- 
icy must be followed for the accomplish- 
ment of the best results, as today there 
are no. territorial division lines. There 
is no longer any excuse for the observ- 
ance of methods in one section that will 
not pass muster in all. 

The American Agency System as the 
generating unit, furnishing energy to the 
main plant, cannot be omitted from this 
discussion. The agency system, which 
includes the brokerage branch, is a prime 
factor in our business. It produces and 
transmits the energy which the compan- 
ies utilize. As insurance is progressive 
one cannot go forward without the other. 


Reductions In Rates 
There has been a tendency on the 


part of some underwriters to question 
the present level of rates, particularly 
since statistics of the National Board of 
Fire Underwriters indicate a reduction 
in the average rate of premium on fire 
and lightning risks from $1.01 in 1918 
to 89c in 1924. In the face of an ab- 
normal increase in ‘commodity prices 
during the same period it is natural to 
question the justification of the reduction 
of 11.9% in fire insurance rates. There 
are many factors that have to do with 
the average rate of premium on fire and 
lightning risks, such as improved meth- 
ods of construction and internal protec- 
tion together with the tendency to write 
business on a three and five year term 
basis. The figures of the National 
Board, while illuminating, do not by any 
means show the entire situation. A 
review of the records of the company 
with which I am connected, covering the 
period from 1921 to 1924 inclusive, show 





. 


SERVING A VITAL COMMERCIAL 


an average rate of premium on fire and 
lightning risks, on a basis of flow bus- 
iness year by year, of 94c for 1921 and 
85c for 1924, a reduction of 9.6%, but 
with an increase in writing of 24.5% 
for the same period. The average reduc- 
tion over the same period in rate of 
premium on one, three and five year fire 
and lightning risks, which constituted 
about 92% of our fire business was about 
7%. The balance of our business showed 
reductions in average rates but not of 
so marked a nature. “By segregating 
our principal fire writings by terms, our 
records show the following: 


1 year business, 1921 (average rate) 
$1.01 $1.01; 1924 (average rate) 93c—Re- 
duction 7.9%. 


3 year business, 1921 (average rate) 
90c a 1924 (average rate) 86c—Reduction 
4.2%. 


5 year business, 1921 (average rate) 
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$1.34; 1924 (average rate) $1.19—Reduc. 
tion 10.7%. 

The three and five year business jf 
written for one year at the regular 
annual rate, would have produce: the 
following: 


3 year business, 1921 (average rate) 


36c; 1924 (average rate) 35c—Reductj 
4.2%. _— 


5 year business, 1921 (average rate) . 


34c; 1924 (average rate) 30c—Reduction 
10.7%. 

The average rate of premium on the 
above writings (one, three and five year) 
reduced to a one year basis was .786c 
for 1921 as against 71c for 1924, a reduc- 
tion of 9.67%. 

Western Rates Better 

It is interesting to note that our pre- 
miums on one year business from 192] 
to 1924 inclusive increased only 5.37%, 
while those on three year business went 
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ahead 24.1%, and on our five year bus- 
iness 23.1%, the average premium in- 
crease being 11.5%. However, the in- 
crease in our writings, or the liability 
assumed, for the same terms, show as 
follows: One year, 14%; three year, 
29.5% ; five year, 38%, or an average of 

19.7%. ‘This increase in the volume of 
our writings, in the face of an average 
decrease of 7% in the rate level, was 
responsible for the increase in premium 
on one, three and five year business of 
11.5% in 1924 over 1921. A further re- 
view of our records indicates that in 
1921 the average rate level on fire and 
lightning risks written by us was practi- 
cally the same.in both the East and the 
West, the Western territory average be- 
ing only 1c higher. However, in 1924 
our rate level in the East showed a re- 
duction of 15.55% as against a reduction 
of 6.59% in the West. If other compan- 
ies have had a similar experience there 
would seem to be necessity of a closer 
study of rating methods in the East or 
the more rapid application of those 
schedules which may have been re- 
sponsible for a stabilizing influence in 
the West. 

In the adjustment of our fire losses 
there has been a noticeable increase in 
the insurance involved. This increase 
in 1924 as compared with 1921 was 39.4% 
in connection with risks which were un- 
der protection and 22.2% with those out- 
side. The unsprinklered risks protected 
and unprotected showed an increase of 
431% and the sprinklered 130.9% over 
the same period with an average over 
both of 60.5%. On a basis of each dollar 
of Springfield insurance involved in all 
fire losses there was a decrease of two 
cents in each dollar of loss paid. How- 
ever, by segregating our losses by classes 
we find (instead of a decrease) an in- 
crease of one-third of a cent in each 
dollar of loss paid on risks in the non- 
hazardous group. These were the risks 
written largely without coinsurance, so 
it is evident that every effort should be 
made to advocate the mandatory prac- 
tice of coinsurance requirements in con- 
nection with all classes. There was a 
better balance maintained in the mercan- 
tile building and the sprinklered groups 
where in each case there was no varia- 
tion between 1921 and 1924 in the dollar 
of loss paid to dollar involved. Never- 
theless, while the decrease in ratio of 
losses paid to insurance involved is a 
favorable sign, we have not been able 
thus far to secure any advantage be- 
cause the rate reduction referred to has 
been too drastic; also because of the 
heavy increase in volume on classes writ- 
ten without coinsurance. 

There are of course other factors and 
the entire situation must be made the 
subject of careful study. Not only our 
loss ratio but our expense ratio as well, 
is involved. The agents are also vitally 
interested because of the effect upon 
their commission income. A rough es- 
timate made by us indicates that had 
our rates held firm on the business in- 
cluded in the group used in the forego- 
ing illustrations, our loss ratio for 1924 
would have been 2% points and our ex- 
pense 2 points lower. 


Hazards of Thrift Payment Plan 


Nevertheless, the so-called thrift pay- 
ment plan in connection with the pur- 
chase of automobiles and other com- 
modities has injected int6é our business 
a situation which must be given con- 
sideration. There is sufficient evidence 
to warrant the belief that the credit plan 
is being carried to such an extent that 
It Is creating an adverse effect upon the 
moral hazard. Also it is an open ques- 
tion as to whether or not the part pay- 
ment plan tends to make for that stabil- 
ity which is brought about by the prac- 
tice of “paying as you go.” The part 
Payment plan is now an established prac- 
tice so we must hope that through it 
some benefit will accrue to our business. 

€ must assume that it encourages 
thrift, and that those who acquire in this 
i, will ultimately become home owners, 

US increasing in a most desirable way 


the fixed property valuation of our 
country, 


The insurance requirements of auto- 
mobile owners are such that they feel 
the necessity of securing protection at 
the lowest possible cost and many of 
them are buying this protection with 
only that thought in mind. There has 
been created therefore a demand for 
cheap insurance which has been met 
largely by reciprocals, cooperatives and 
mutuals. ‘During 1924 about one hundred 
and fifty millions of dollars in automobile 
premiums were written, two-thirds of 
which were in stock companies and one- 
third in mutuals and reciprocals. We 
may expect competition of this character 
but it should stimulate us to simplify our 
rules and methods in connection with 
the writing of automobiles in order that 
we may participate more fully in this 
large and growing class of business. 


We have another development which 
has added to our problems, in the busi- 
ness world—the “Chain Store System.” 
The rules of our underwriting organiza- 
tions do not seem flexible enough to 
provide, under fire practices, for the 
needs in connection with this method of 
merchandising. This business, which in- 
cludes some of the best classes a com- 
pany can place on its books, is being 
diverted from regular channels and is 
now being written in large volumes under 
inland. marine floaters, as well as out- 
side the rules of our underwriting organ- 
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izations. It is evident that we must re- 
adjust some of our views and provide 
reasonable rules so that member com- 
panies of our underwriting organizations 
may be able to furnish such protection to 
a chain store owner as will meet his 
needs. 





Ajax. Underwriters, Inc., Brooklyn, in- 
surance brokers, real estate, has been 
chartered at Albany with capital of 100 
shares non par value. E. C. Edsall, 1860 
Woodbine Av., Queens, George E. 
Quidore, 1242 Fulton St., Brooklyn, F. 
W. Deblois, 13409 89 Avenue, Richmond 
Hill are directors and subscribers. 
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Should Inspect 
Small Risks More 


E. H. HORNBOSTEL CONTENDS 


N. Y. State Agent For Firemen’s Points 
Out Hazards of Less Important 
Risks That go Untouched 


E. H. Hornbostel, of Brooklyn, New 
York State agent for the Firemen’s of 
Newark, has written a letter to the editor 
of THe Eastern UNDERWRITER, in which 
he states that there is not enough atien- 
tion given to the inspection of mercantile 
and dwelling house risks, while much time 
and money is devoted on the inspection of 
special hazards. As Mr. Hornbostel has 
had much experience in field work his 
observations are of interest. His letter 
follows in full: 

“In these days of underwriting deficits 
and searching for reasons or preventive 
methods, it occurred me to point out 
that a great deal of time and money 








are spent on the inspection of special’ 


hazards of the improved type, because 
these inspections and recommendations 
resulting therefrom are bound up with 
rate reductions, while mercantile risks 
and dwelling risks are generally subject 
to cursory or ‘sidewalk’ inspections. With 
the change of our population from the 
make-up of former years to a more cos- 
mopolitan foreign type, I think that the 
close inspection as to physical and moral 
hazard.of mercantile and manufacturing 
classes and smaller non-improved special 
hazards would reap results. 

“These are to some extent minimum- 
rated classes, or nearly so, and I have 
found from my personal inspection 
work, that in a great many cases there 
are many loss producing features sur- 
rounding these classes, as, for instance, 
dirty cellars, dirty back yards, accumu- 
lation of rubbish elsewhere, careless hab- 
its of assured, etc. Also, I have found 
that, as a rule, heating apparatus in 
stores and dwellings is improperly in- 
stalled, furnace or boiler pipes being 
dangerously near woodwork. Where a 
penalty charge does apply to these de- 
fects it is rarely applied because defects 
do not seem to be brought to attention 
of rating authorities, or it may be that 
rating authorities do not pay close 
enough attention to them. Particularly 
in the store with dwellings overhead type 
of small buildings. In the larger cities 
I find that in a very great many I have 
inspected by going into cellars myself 
that the furnace or boiler pipes are poorly 
installed. 

“There should be rate penalties for no 
chemical extinguishers in even the small- 
est mercantile and dwelling risks. The 
introduction of household labor-saving 
devices has added to hazards, also, and 
while most of the lighting installations 
have been inspected and passed upon, 
later on electrically driven devices are 
introduced, certainly adding to hazards 
by overworking an installation designed 
for lighting only. 


Fruit Store Hazards 


“IT have found that many small fruit 
stores now have banana and fruit ripen- 
ing closets carelessly heated by poorly 
installed pipes and loose brackets which, 
by coming in contact with wood, cause 

res. 

“There are a great many gas-heated 
devices with rubber tubes which are fire 
breeders, also many gas heaters poorly 
installed with no proper insulation irom 
woodwork. It is impossible for rating 
associations to discover all of these com- 
mon defects, but careful inside inspec- 
tion by company. field men, following up 
the remedying of these defects would, I 
think, decrease the fire waste. It is 
true that it is not entertaining or inter- 
esting to go through cellars and premises 
of mercantile and manufacturing risks, 
and moreover it is hard work physically, 
and it is more brain exercising..to-i 
manufacturing risks, but I think it would 
pay to devote’ more time to this work 
and less to the large, improved special 
hazards which are over-inspected. Thirty 





NEW YORK 


FIRE 





MARSH & McLENNAN 
INSURANCE 


LIABILITY 


175 WEST JACKSON BOULEVARD, CHICAGO 


LONDON SEATTLE MONTREAL 
WINNIPEG DETROIT DULUTH 
PITTSBURGH CLEVELAND BUFFALO 
PHOENIX COLUMBUS PORTLAND 


SAN FRANCISCO 
RICHMOND 


MARINE 








years ago conditions were different and 
the special hazards needed closer super- 
vision; but now the opposite seems to 
me to be true. 


Injection of Moral Hazard 

“The above applies to physical hazards 
but from a moral hazard viewpoint the 
close inspection of mercantiles is more 
necessary today than formerly on ac- 
count of the large number of foreigners 
that we ‘accumulate’ nowadays. Strange 
as it may appear to some, the time is 
coming when a knowledge of the his- 
tory and geography of the country from 
where our foreign customers come will 
be necessary to properly select and pass 
upon “foreign business.” For instance, 
the Northern Italians, the Lombards, 
Tuscans, Campanians, are superior as 
to tidiness and carefulness, while the 
more Southern Italians are less so, the 
reason being that the Southern races 
of Italy have little acquaintanceship with 
fire hazards as they do not have to heat 
their homes, whereas. the Northerners 
do on account of difference in climate. 

“T state the above to illustrate my 
point. There are many other points of 
differentation bearing on the physical 
and moral hazard. The Slavic people 
are as a rule good risks, and German 
Catholic Poles have a better record than 
the Russian or Austrian Poles, and so 
on, and so on. 

“T could enlarge on this theme but 
above will serve to illustrate my point.” 


H. F. LAHR WITH NORTHERN 





Henry F. Lahr, formerly associated © 


with the North British & Mercantile, 
has been appointed manager of the 
brokerage and service department of the 
Northern Assurance, with headquarters 
at 55 John Street, New York City. 


R. Y. SKETCH COMING HERE 


R. Y. Sketch, general manager of the 
Phoenix of London, will arrive in this 








Avoiding a Policy 


To avoid fire policy false swearing 
must be as to material fact with intent 
to deceive insurers, says “The Adjuster.” 
Conditions against incumbrances of. in- 
sured property as entirety is not broken 
by incumbrance of part only. 

All of this eame out in the case of West- 
ern Assurance vs. Bronstein in Colorado. 
Digesting the case “The Adjuster” says: 

In an action on an insurance policy, to 
release the insurer from liability there- 
under for false swearing in the statement 
of loss, there must be proof that the in- 
sured swore falsely to some material mat- 
ter, for the purpose and with the inten- 
tion of inducing the insurer to pay more 
than the amount of the loss sustained. 
Where the insured, in her statement of 
loss, exaggerated her damages through 
error in computation, the same being 
readily detected by the adjuster, the pol- 
icy is not void for false swearing, for 
mere exaggeration of the loss in the 
statement or mistake in computation there- 
of does not constitute false swearing as 
a matter of law. 

Where an insurance policy provided 
that if the “subject of insurance” be per- 
sonal property an incumbrance thereon 
would render the policy void, “subject of 
insurance” means all property covered by 
the policy, and a chattel mortgage on a 
part only of such property would not 
avoid the policy, the rule that a condition 
against incumbrances of insured property 
as as entirety is not broken by an incum- 
brance of part only applying. 





L. SINCLAIR SAILS 
L. Sinclair, general manager of the 
Consolidated, sailed on Wednesday from 
England for the United States. This is 
Mr. Sinclair’s first trip to this country 
since he assumed his present position. 





Agents must have courage, but not the 


country from England today or “Fools rush in where angels fear to 
tomorrow. tread” variety. 
Organized 1859 


Nation! Libprty 


Insurance Company 


of America. 


Head Office: 700 Sixth Avenue, N. Y. 
STATEMENT JANUARY 1, 1925 











SURPLUS TO POLICYHOLDERS.......... 


ga tansediesspaanbonsepainas sececeeecces $5,503, 063.25 


FIRE - MARINE - AUTOMOBILE - WINDSTORM - TORNADO - SPRINKLER 
LEAKAGE - EXPLOSION - RENT and RENTAL VALUES - TOURIST BAGGAGE - 
RIOT and CIVIL COMMOTION - USE and OCCUPANCY 
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Autumn Warning on 
Heating Equipment 


COLD WEATHER BRINGS DANGER 


Survey Department of New York Board 
Gives Advice on Testing Heating 
Apparatus in Buildings 


William B. White, chief inspector of 
the New York Board of Fire Under. 
writers, Bureau of Surveys, has sent out 
an autumn warning against fire jn 
churches, schools, dwellings and other 
buildings. This warning is timely be- 
cause furnaces which have been ile all 
summer are now being put into use. 
Following is the Survey Departinent’s 
advice in full: 

“The frequent fires each year due to 








- defective heating and lighting apparatus, 


suggest the importance of a special warn- 
ing at this particular season, when many 
heating equipments are being put into 
service after disuse since Spring. 

“We respectfully solicit your co-opera- 
tion in our eftorts to reduce the fire 
hazard in churches, schools, dwellings and 
other buildings, such as assembly halls, 
clubs, colleges, hospitals, asylums and 
charitable institutions. In this connec- 
tion we ask that you HAVE ALL HEAT. 
ING EQUIPMENTS CAREFULLY IN. 
SPECIED, in order that any repairs, 
if needed, may be made BEFORE THE 
ADVENT OF COLD WEATHER. A 
thorough cleaning of flues and smoke 
pipes is especially important. In like 
manner inspect and repair all lighting 
systems. Systematic care of motors, fuel, 
packing materials, paints and general 
refuse is also essential. Be sure to clean 
cellar and attic thoroughly. 

“The temporary use of MOTION PIC- 
TURE MACHINES in churches, schools, 
clubs and assembly halls constitutes a 
serious increase in the normal fire hazard 
of such places, if inflammable films are 
employed. A permit should invariably 
be obtained in advance for the use of 
Motion Picture Machines in order to 
comply with the law, as well as the terms 
of the fire insurance policy. 

“Our experts will be sent free of charge 
to any premises upon request made of 
us for that purpose. We urge hearty co- 
operation in these matters of mutual 
interest, which involve the protection of 
life and property against fire. 

“The burning of tuel oil for heating is 
a relatively new thing. Unless an oil 
burner is properly constructed, installed 
and properly maintained, serious results 
are likely to occur. The contractor in- 
stalling such equipment should be re- 
quired to furnish an approval in writing. 
It is incumbent on every one to minimize 
the destruction of property by fire and 
save unnecessary waste. We will count 
on your co-operation.” 





NORTHERN MOVES OFFICES 

The executive offices and accounting 
department of the Northern Assurance, 
which have been located on_ the 
fourteenth floor of 55 John Street, New 
York City, have been transferred to the 
Northern Building at 135 William Street. 
This completes the transfer of all the 
departments of the company to its own 
building, with the exception of the local, 
brokerage and service and _ supply 
departments, 





STILL SEEKING SPECIAL 
The Glens Falls is still looking for 4 
special agent to represent it in the Vit 
ginia field. A home office representativé 
paid a second trip to Richmond a few 


days ago in quest of a man. There has 


been a vacancy in the field since William 
G, Ward resigned a month or so ag0 
7 = another connection at Charlotté 





NEW COMPANY FORMED 
The National Insurance Company has 
incorporated; capitalization $100,000. 
H. Watts, Ernest W. Lawson and J. # 
Silversmith. Seat of business Denvéeh 
Colorado. 
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Ontario Reciprocal 
Form For Provinces 


DEPARTME’TS HAVE ADOPTED IT 





Must Tell Plan of Operation and About 
Investments and Deposits; Also 
Where Licensed 





The Ontario plan of handling reci- 
procals, effective the first of this year, 
has been approved by the Insurance 
Superintendents Conference of Canada 


which was in session this month in 
Winnipeg. A copy of the form of ap- 
plication which reciprocals and ex- 
changes must sign before being per- 
mitted to transact business in Ontario 
follows : 


ONTARIO DEPARTMENT OF INSURANCE— 
APPLICATION FOR LICENSE (FIRE) 


(Reciprocal or Inter-Insurance Exchanges Hav- 
ing Principal Offices Outside of Ontario) 
(To be cor pleted and filed in duplicate) 
(License Fee (Annual) $100. 
(Six Montks or less $50 
(Examination of documents $10 








demnity or inter-insurance within Ontario for 
the term beginning on the .......+e+++se0e day 
Ee 19.... and ending on the.......... 
day of......+-19..+6 : 

The application respectively shows: 

Name of Attorney. : 

1, That .....cccvasssccceccecces is attorney for 


Se veciccs + +++ ancsuueenaawens (name of exchange) an 


surance Act, 1924. 

Principal Office. 

2. That the principal office of the Exchange 
from which such contracts or agreements are to 
be issued is located. in....ccccccescccccccccvcveces 


Classes of Indemnity Exchanged. 4 

3. That contracts of indemnity against loss 
BO i scsc..soccccagpabameneaedee are effected by the 
Exchange within Ontario and elsewhere (Vide 
also Question 20). 
Policy Forms. 


4. That attached hereto as a part hereof and 
marked exhibit “A” is a copy of the form of the 
contract, agreement or policy under or by which 
such insurance is to be effected or exchanged. 
Power of Attorney. 

5. That attached hereto as a part hereof and 
marked exhibit “B” is a copy of the form of 
power of attorney under or by which such insur- 
ance is to be effected or exchanged. 

Fire Insurance. 


6. That applications have been made for in- 
demnity in the exchange upon at least seventy- 
five separate risks in Ontario or elsewhere, ag- 
gregating not less than one and a half million 
dollars as represented by executed contracts or 
bona-fide applications to become concurrently ef- 
fective. 

Reserve Fund. 


7. That there is in the possession of the said 

attorney, as a reserve fund available for the pay- 
ment of losses, a sum in cash or approved 
securities as defined in Section 238 of The On- 
tario Iusurance Act, 1924, equal to fifty per 
centum of the total deposits or. advance pre- 
miums collected or credited to the account of 
subscribers on contracts in force having one 
year or less to run and pro rata on those for 
longer periods. 


Surplus. 


8 That there is in the possession of the said 
attorney, as a guarantee fund or surplus, an 
additional sum, in excess of all liabilities, in cash 
or approved securities amounting to $........e00- 
Maximum Amount of Indemnity. (fire). 

9. That the maximum amount of indemnity 
upon any single fire insurance risk is $ 
History Plan of Operation. 

10. That attached hereto as a part hereof and 
marked axhibit “C” is a statement of the his- 
tory of the organization and present plan of op- 
eration of the exchange embodying evidence that 
it is the practice of the exchange to require its 
subscribers to maintain in the hands of the said 
attorney, as a condition of membership in the 
exchange, a2 premium deposit reasonably suf- 
ficient for the risk assumed by the exchange, 
and that the management of the affairs of the 
exchange is subject to the supervision of an ad- 
visory board or committee of the subscribers, in 
accordance with the terms of the power of at- 


J. Campbell Haywood 


ADJUSTER 
for STATE of CONNECTICUT 


Wide Experience Pi Service 
Moderate Charges — 
Tel. 221-4 Washington 


Warren, Conn, Cornwall Bridge P. O. 














torney. This statement should include informa- 
tion as to the following: 
(a) Date of gece of exchange. 
(b) Number subscribers at date of applica- 
tion. 
(c) Practice as to employment of agents and 
commissions paid. 
(d) Minimum line of insurance, if any. 
(e) Minimum commercial rating of subscribers, 


if any. : 

(f) Rates employed, board or otherwise. 

(g) Basis of distribution of losses and sa Ss. 

(h) Particulars of reserve requirements prior 
to distribution of savings. 

(i) Experience of exchange with respect to 
losses and savings. 

(j) On basis of liability assumed by each sub- 
scriber, what is largest single risk line 
that could be accepted by exchange. 

(k) Amount of largest single risk line actually 
held 


eid. 

(1) Particulars of reinsurance against assess- 
ment liability of subscriber, if any. 

(m) Policy of exchange with regard to reinsur- 
ance of risks. 

(n) Particulars of fidelity bonds, if any, upon 
the attorney or officers of attorney com- 


pany. . 
(o) Organization and perosonnel of advisory 
board or committee. 


Service of Process. 


11. That attached hereto as a part hereof and 
marked exhibit “D’” is an instrument in writing 
executed by the said attorney for the exchange, 
appointing the Superintendent of Insurance for 
the Province of Ontario, and his successors in 
office, as attorney and agent for the said ex- 
change, upon whom service of process may be 
had in all suits arising in the said Province out 
of any such contract, agreement or policy. 


Certificate of Official as to 


12. That attached hereto as a part hereof and 
marked exhibit “E” is the certificate, or a duly 
certified copy thereof, of the government super- 
vising official in the jurisdiction in which the 
principal office of the exchange is situate, that: 
License. 

(a) The exchange is duly licensed pursuant to 
the laws of the said jurisdiction and has 
fully complied with the requirements 
thereof. 


Investments. 


(b) The class of security in which the funds 
of the exchange are required by law to 
be invested, and are in fact invested, is 
within the limits of investments pre- 
scribed for the investment of reserve 
funds of an insurance corporation by the 
jurisdiction in which the office of the 
exchange is situate. 

Deposit. 

(c) The exchange has upon deposit in the cus- 
tody of the said official a sum in cash 
or approved securities in the amcunt of 

seseeeeeeess available for the security of 
all subscribers of the exchange, wherever 
resident, including subscribers in Ontario. 


Balance Sheet. 


13. That attached hereto as a part hereof 
and marked exhibit “F” is a certified copy of 
the most recent balance sheet of the exchange 
and auditors’ report thereon. 


Annual Statement. 


14. That attached hereto’as a part hereof and 
marked exhibit “G” is a certified copy o& the 
annual statement submitted by the said attor- 
ney to the exchange, upon the affairs of the 
exchange, for the year ended 31st day of De- 
cember next preceding. 


Departmental Annual Statement. 

15. That attached hereto as a part hereof and 
marked exhibit “H’” is the annual statement of 
the exchange for the year ended 31st day of 
December next preceding, upgn the form filed 
with the government supervising officials in the 
jurisdiction in which the exchange is located, 
showing as a part thereof particulars of insur- 
ance upon property situate in Ontario. 
Departmental Examinations. 

16. That attached hereto as a part hereof and 
marked exhibit “I’’ is a certified copy of the 
most recent examination of the affairs of the 
exchange, by the official examiners of the juris- 


diction in which the principal office of the ex- 
change is situate. 


Joint Examinations. 


17. That attached hereto as a part hereof and 
marked exhibit “J” is a certified copy of the 
most recent joint examination, if any, of the 
affairs of the exchange, by the official exam- 
iners of two or more jurisdictions. 


Ontario Office and Representative. 

18. That the address of the principal office of 
the exchange in Ontario is............ and the 
name of the accredited representative of the 
said attorney thereat is 


P. O. Address. 


19. That the post office address to which 
notice of process is to be forwarded by the 
Superintendent, pursuant to section 18 (Vide 
= section 235) of The Ontario Insurance Act, 

DP Wvers age canicasiasenas 


Classes of Insurance. 
20. That the classes of insurance which the 
exchange applies to be authorized to effect with- 


in Ontario are (Vide section 24; Vide also ques- 
GUT Diiee acdecccdaceditscsecce 


Cee eeeeeeeeeeeee 


21. That the exchange is duly licensed and 
authorized td exchange reciprocal contracts of 
indemnity or inter-insurance in the following 
jurisdictions: 


see ee wee eeeeeeeeenes 


AUTOMOBILE FIELD CHANGES 





H. N. Smith Made General Underwriting 
Manager; John Dissell, of New York, 
Made Agency Superintendent 


Harry N. Smith has been made gen- 
eral underwriting manager of the Auto- 
mobile of Hartford. John Dissell, who 
has been special agent of the company in 
New York State has been promoted to 
agency superintendent for the entire 
Eastern _ territory. Mark Skinner, 
formerly superintendent of the special 
hazard department has been appointed 
= superintendent for the Western 

el 


In the New York field Mr. Dissell has 
been succeeded by Kenneth Cookingham, 
who has been special agent of the com- 
pany in Maine. Special Agent Whitney 
of the Boston office will temporarily take 
charge of Maine. Mr. Dissell started 
with the Scottish Union in 1910, was 
later with the National of Hartford, 
then for some years with the Phoenix 
of Hartford and joined the Automobile 
seven years ago, Mr. Cookingham was 
formerly a special agent in New York for 
other companies and later supervised a 
part of that field for the Automobile 
before he was assigned to Maine. 





AGENCY INCORPORATES 
The agency of W. D. Campbell and 
Son, Lynchburg, Va., has been granted a 
charter of incorporation, with authorized 
capital ranging from $30,000 to $50,000. 
Officers are: W. D. Campbell, Jr., presi- 
dent; Fred Harper, vice-president; T. 
Fox, Jr., secretary. The firm is 
authorized to general insurance agency. 





AETNA PUBLICITY CHANGE 
The Aetna of Hartford announces the 
appointment of George E. Crosby, Jr., 
as its superintendent of publicity, and 
the selection of Reimers & Osborn, Inc., 
of New York, as its advertising agency. 





SOUND POLICIES 
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Royal Exchange Assurance 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 
Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in = SS of » THE 
agement, and the management 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
J. G. HO Secy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bidg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, ine., General Agents 


Metropolitan District 


81 JOHN STREET NEW YORK 























INSURANCE 
HARRY C. FRY, Jr., President 
JOHN B. SIRICH, Sec’y. 


307 FOURTH AVENUE PITTSBURGH 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 
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Excelsior Making 
Favorable Progress 


TO REDUCE CAPITAL 
Tells How 


Vice-President Hosmer 
Agents’ Company Has Made Head- 


way Since April of 1925 


PLANS 





A special meeting of stockholders of 
the Excelsior Insurance Company of New 
York will be held at the home office in 
Syracuse on Tuesday, October 27, to act 
on a proposition to reduce the capital 
stock from $500,000 to $250,000 and the 
number of shares from 100,000 to 50,000. 
President Frederick V. Bruns, who is 
likewise a prominent Syracuse local 
agent, signs the announcement of the 
meeting. : 

Vice-President and General Manager 
R. C. Hosmer has sent a letter to stock- 
holders in which he outlines the position 
of the company since it became active 
in the early part of this year. Follow- 
ing is the letter full: 


“This is to tell you of the progress we 
have made since your company really 
began to write business for its own ac- 
count—on April 15th, 1925. 

“To those of you who are not insur- 
ance men, a word of explanation of the 
technical insurance features may not be 
amiss. In October of 1924, all of the 
obligations of this company under its 
insurance polices, were taken over by an- 
other company and from that date to 
April 15th, 1925, this other company con- 
tinued to assume all of the policy obli- 
gations of the Excelsior. While the 
Excelsior was issuing its own policies, 
it was not responsible, except indirectly, 
for any of the losses that might have or 
will occur under any policies issued by 
it from October 15th, 1924 to April 15th, 
1925. 

“The uncertainty of .the financial fu- 
ture of the company prior to its reor- 
ganization and the published annual 
statement showing a negligible surplus, 
could not help but shake the confidence 
of the agents of the company in its fu- 
ture and disturb those who already had 
its policies in their possession. 


Getting Confidence of Agents 


“We have had to overcome this lack 
of confidence, and re-establish the good 
name of your company. This we feel 
has been in a large measure accom- 
plished, although we occasionally find 
indications of the old doubt. 

“The life of any insurance company 
depends entirely upon the business it 
receives from its agents, and the future 
of your company will depend upon the 
number of agents it has sending it busi- 
ness, and the character of the business 
offered. 

“In April, 1925, only fourteen out of 
twenty-nine licensed agents reported 
business to this company. At this writ- 
ing we have sixty-five licensed agents. 

“The stockholders of this company 
have been of great assistance to the 
company, in asking that what insurance 
they have to place, in so far as possible, 
be placed in the Excelsior. We hope 
that you will continue to ask that your 
insurance be placed in your own com- 
pany. It is a help to us and to you. 
Where the Excelsior has no agency in 
your town, it may help us to obtain one 
We will always be more than glad to 
advise you what agency represents your 
company in your town. So if in doubt, 
be good enough to write to this office. 

“There are certain fixed expenses nec- 
essary to maintain the offices of an in- 
surance company. Under the present 
organization, these have been reduced 
to a minimum beyond which we cannot 
go without impairing our efficiency. I 
do not hesitate to say that I doubt if 
any other insurance company operating 
in a general. way, can show the same 
economy of operation as the Excelsior. 


excellent office organization. 





Aus. J. LUEDKE, vice-pnes. 








Riot and Civil Commotion 
E. WOLLAEGER, catsivent 


Wn. E. 
Geo. P. MATER. exe vice-pres, 
R. E. BRANDENBURG, sec'y. o TREAS. Ropert H. MOORE, asst sect. 


CASH CAPITAL: ONE MILLION DOLLARS 


Heaman AmBos, one vice- ents, 
A. C, MEEKER, asst secy. 








“We are nevertheless building up an 
i We have 
in charge of the Accounting Department, 
Mr. H. C. Little, former senior auditor 
of the Tax Department of the State of 
New York. 

“In the Underwriting Department, we 
have recently acquired the services of 
Mr. P. J. Koch, for three years in the 
general rating division of the New York 
Fire Insurance Rating Organization. For 
the five years prior he was one of the 
underwriters for the Crum & Forster 
office of New York City, general agents 
for a large and important group of fire 
insurance companies. 

“With the exception of the vice-presi- 
dent and general manager, none of the 
officers of the company are receiving any 
salary. We have commodious quarters 
at a very reasonable rent and our con- 
stant thought is to avoid unnecessary 
expense and, conserve for the stock- 
holders, the assets of their company. In 
the selection of the business offered, we 
have used every care possible, which 
has resulted so far in a very satisfactory 
loss experience. : 

“We are ready at all times to answer 
any questions of interested stockholders, 
and hope that you will feel entirely free 
to write us for such information as you 
desire. This is your company and we 
are your servants and using our best 
endeavors to build up and increase the 
value of your investment.” 





BRIGGS ON LUNCHEON CLUB 


Kansas City, Oct. 9—H. E. Briggs, 
Seattle, told of the luncheon club formed 
by insurance men in his city. The lunch- 
eon club discusses five subjects as fol- 
lows: 
tions with public relations; relations with 
employees; office system and collections. 





GLOBE & RUTGERS ANALYSIS 

J. K. Rice, Jr., & Co., New York City 
stock brokers, have prepared an analysis 
of the Globe & Rutgers stock, showing 
the financial growth of this large fire 
insurance company. 


Relation with companies; rela-: 


- fundamental 


J. M. Thorsen Talks 
On Advertising 


BEFORE HARTFORD “AD” CLUB 





New York Insurance Broker Who Has 
Made Specialty of Novel Publicity 
Notices Cites Views 


One hundred and seventy-five members 
of the Hartford Advertising Club went 
to the Hotel Bond Tuesday last week to 
hear J. Mitchel Thorsen, of Thorsen and 
Thorsen, 52 Vanderbilt Avenue, New 
York City, talk insurance advertising. 

Mr. Thorsen’s subject, incidentally, was 
not bad advertising for the meeting. It 
was “The Difference Between Methuse- 
lah and Jared.” 

“Jared, as few people know,” said Mr. 
Thorsen, “was Methuselah’s grand- 
father and if he had only lived seven 
years longer, he would have been as 
famous as his well-known grandson, for 
Jared lived to be 962 years old and 
Methuselah 969. The advertising analogy 
is obvious: it doesn’t pay to be an 
“also ran,” and it is easy indeed to fail 
utterly to sell a product or idea if, like 
Jared, you depend upon only one sales 
argument. There is always the chance 
of some one else coming along who can 
beat, that argument and consign your 
own to oblivion. 

“There are three books that adver- 
tising men should study,” said Mr. Thor- 
sen, “the Bible, the dictionary and the 
telephone directory.” 

The Bible was referred to as a great 


source of human interest copy; as a text 
book for advertising men to study. The 
dictionary was mentioned as a book of 
information that is too 
frequently overlooked, and the telephone 
directory as a source book of prospects 
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REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN FIRE INSURANCE CORPORATION 
of New York 


UNION RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


Administrative Offices, 115 Broad Street, Hartford, Conn. 








—= 
and a reminder of the many classes of 
people to whom advertising copy must he 
directed and that, if properly handled, 
would lead to good business. 


Human Interest Biggest Item 


“The biggest thing in advertising js 
‘human interest’,” said Mr. Thorsen, and 
then he went on to discuss some of 
Thorsen and Thorsen’s own advertising 
and the way in which human interes 
had been introduced into the copy. He 
referred to the advertisement which has 
now become a classic—the one that was 
run in the New York Evening Post anj 
Printers Ink Weekly—that referred ty 
Thorsen and Thorsen and then said that 
there were other good brokers in the 
city. The copy actually mentioned foyr 
or five competing offices of recognized 
leadership and ability. Letters came to 
Thorsen and Thorsen after this adver. 
tisement appeared from all over the 
country — congratulatory letters and 
letters asking permission to quote the 
advertisement. One broker wrote and 
said that he had been in business thirty- 
five years and wanted to know why his 
name had not been included as one of 
the “other good brokers.” 

A second advertisement that had been 
favorably received was one in which 
Mr. Thorsen followed his own advice 
and turned to the dictionary for copy, 
He found that the two Latin words from 
which the word “insurance” was derived 
meant “freedom from care” and he said 
so in his advertisement and then added 
“and that is exactly what we sell,” 


Hartford insurance people turned out 
in force to hear what this successful 
broker-advertiser had to say. The ad 
vertising departments of the Phoenix, 
Mutual, the Hartford Fire, the Aetna 
group, Connecticut General, the Con- 
necticut Mutual and other Hartford com- 
panies were there, but the talk was one 
that appealed to all advertisers, and 
every local “butcher and baker” appre- 
ciated Mr. Thorsen’s dry humor and the 
advertising fundamentals that he dis- 
cussed in his talk. 





INSURANCE STOCK PRICES 
Following are the latest prices of in- 
surance stocks as quoted by J. K. Rice, 
Jr., & Co., stock brokers of New York 











City: 
Name Bid Asked 
© ER RAE IRE Sieh TCE a EE 5 600 
American Alliance 310 
American Insurance Newark 2 
Bankers 
Boston si ‘a 
NEE PO Cie. ob.5 Skea Sede hsaes 15. 4a 
Widety RCW ios <'c ce Svecenscdscescce 162 16 
COUMIG |, ccdoin Ch Ldap tenis spurt dices oe 37. 
City. “of. New . Vor. ccceescsce. 285 29% 
aS ee 112) 15 
Pie ARMOIRE 60 asks ivnciesccccces 275 BW 
Franklin (Philadelphia) .............. 176 - ® 
Glens Falls...... 37 8 
Globe & Rutgers. 1325 1400 
Great American... eee 280 26 
pe OES PEC ee 90 
SEO Sia Sone nawenececee sc... 176 2m 
PERSE SOO EE Cae oh Sahat KWaie's oo 6 60 6 
RERER oe eU i see hd WON Eb.e clases 590 600 
5 PH ee aE ve a pea 358 362 
Br Sey Cay ae ae 40 4 
Importers & Exporters............. 60 6 
Insurance Company of North America 59 6 
Milwaukee Mechanics...........++.- 41 4 
PISCOURE “RADEEEN 6 6 ioe ideadesacc.s oe 230 ove 
POMONA a io aFE CC CLL 6 Se eS T asses 740 750 
TC ees ys ind 68 ORT Wee's ce 40 4 
New: York Casualty.c: cc icieiscceess 93 
SEARS OES YES 1 SRS 250 25s 
OTE. se dia sce Varese db ewebainceee 275 
TOA MNOE SOG ca ip cacarnd dak awle'eciy.e 6 110 118 
REE Cob tanicedd Seccdaawalevatiee. 220 ast 
ROMNE Fine endo ceiee ees sess 555 56 
Providence- Washington 330 63 
Security- .....scccece ; 92 
DUMMIES Se alc ars ev wales ba © 218 2 
AIUIEOE,  PMNOR 5c VCs g ate cbe wep oes 139 
WRRRCIRE i645 ces 2 casetee ss os 43 


*Plus extras. 





CATLIN ON AUTO SITUATION 


Kansas City, Oct. 9—James T. Catlia 
of the (executive committee told tht 
National Association of Insurantt 
Agents at their convention about the 
Automobile Chamber of Commerce. Thi 
committee is to investigate the whole i 
surance situation. There is a_similat 
situation with the American Automobilt 
Association. Neither committee has !) 
ported, 
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Chamber of Commerce 
Committee Reports 

at KANSAS CITY MEETING 

Earl E. Fisk, Chairman, Describes Work 


Done to Educate Public on Insur- 
ance Through Chambers 





Earl E. Fisk, Green Bay, Wis., pres- 
ident of the Wisconsin Association of 
Insurance Agents, and chairman of the 
committee on cooperation with the 
United States Chamber of Commerce, 
made his report at Kansas City last week 
at the annual convention of the National 
Association of Insurance Agents. After 
telling how insurance had been criti- 
cised for playing a lone hand he told how 
agents now saw the necessity of chang- 
ing tactics and are cooperating with 
chambers of commerce as it is an ideal 
medium for educating the public. Other 
members of Mr. Fisk’s committee in- 
cluded E. B. Dunning of Duluth, Minn., 
and Fred. H. Phillips, Springfield, Mo. 

Following is Mr. Fisk’s report in part: 
“The idea of cooperation with cham- 
bers of commerce in an endeavor to 
form a better public opinion on insurance 
is not a new one. It was presented by 
President James Lyman Case at the Bui- 
falo convention. Insurance has long been 
criticised for playing a lone hand. We 
have been too busily occupied with our 
own affairs to realize that the public 
is uninformed regarding the institution 
of insurance, and at last we are waking 
up to the fact that if the American 
agency system is to continue on in the 
high position which it holds at present, 
we must let the public know the work 
that we are doing. 

Public Ignorant of Facts 

“Unfortunately, the organized insur- 
ance agents know the good work that 
they are doing, but the public does not. 
The insurance business is a profession 
of a highly technical nature, and through 
the program laid out by our committee 
we believe that information can be 
brought to the public to bring it to a 
realization of the value of the real serv- 
ice-giving insurance agent. It is our 
duty to convince the insuring public 
of the great value of the American 
agency system, Business men_ study 
finance, cost accounting, production, of- 
fice administration, and various methods 
in order to have a proper background 
for success. Relatively few have an un- 
derstanding of the elementary principles 
of insurance and how insurance and its 
service can contribute to a successful 
conduct of a business. 

“From the Chamber of Commerce of 
the United States, always interested in 
getting the best and right information 
to the American business man, has come 
an offer of help and cooperation. The 
Chamber of Commerce of the United 


States includes over 1,400 local cham- - 


bers and trade associations with about 
800,000 corporations, firms, and individ- 
uals comprising its underlying member- 
ship and is the largest body of organ- 
ized policyholders among business men 
in the world, and it, in recognition of 
the important position of insurance in 
the modern business of today, created 
an insurance department. 

“This insurance department, realizing 
the importance of the personal contact 
of the local agent in each community, 
large and small throughout the country, 
came to us with an offer of cooperation 
and a plan to present to the public edu- 
cational information regarding the in- 
surance business. 

“The opinion of this vast body of 


@ Policyholders supported by the influence 


of members in every state in the union 
and directed by the proper leadership of 
well informed local agents, can be a very 
Potent factor in the improvement and 
better understanding of the institution 
of insurance. A properly presented and 
well worked out system of education will 





result in an understanding of insurance 
based on impartial information and on 
solid economic facts. 


Should Join Civic Bodies 

“This committee was appointed, and in 
February, 1925, went to Washington, 
conferred with the officials there, a pro- 
gram was laid out, and the work started. 
We have first been urging that all mem- 
bers of our association join their local 
chambers of commerce becoming a 
strong influence therein, thus giving to 
the insurance business its proper relative 
importance in the eyes of each local 
community. 

“There are two methods of accomplish- 
ing this close contact with the local 
chambers of commerce. The _ ideal 
method is that of a local board joining 
its chamber of commerce as a unit. In 
this way the local board is an integral 
part of its chamber of commerce and 
works in close cooperation with it on 
all public relations relating to insurance. 
This form of organization is followed 
out in many cities throughout the coun- 
try. 

“Where it is not possible for the for- 
mation of these units of insurance divi- 
sions, our committee has been urging the 
formation of insurance committees, these 
committees to be ‘balanced’ and made 
up of half insurance men and half mer- 
chants and manufacturers, to devote 
their attention primarily to the policy- 
holders’ aspect of various insurance 
matters. 

“The work of the chamber of com- 
merce committee has been laid out along 
three lines: First, education; second, leg- 
islation; and third, conservation. We 
have chosen upon the last named for 
our opening wedge, and the first shot 
in our work has been cooperation with 
the insurance department of the Cham- 
ber of Commerce of the National Fire 
Waste Council in the pushing forward 
of the inter-chamber fire waste contest. 

“Separate from the effect of the con- 
servation activity upon ourselves, this is 
of vital importance to the insurance 
business in the effect of such work upon 
public opinion. We must realize that 
public opinion is nothing more than the 
aggregate of individual opinion through- 
out the country. If the insurance men 
can convince the communities in which 
they are living of the fact that they are 


not only interested in protection but 
also in conservation, we believe this will 
have a very direct effect upon public 
opinion, as the chambers of commerce 
are fundamentally clearing houses for 
local, civic, and business affairs. 


Urges Continuance of the Prevention 
Work 


“For many years the National Asso- 
ciation has been working with the fire 
insurance companies and various organ- 
izations in community fire prevention 
week celebrations, but these periodic 
and spasmodic efforts cannot accom- 
plish that which we are now striving to 
obtain. The public naturally looks to 
the insurance agent for information and 
help in fire prevention and fire protec- 
tion matters. Time was when the in- 
surance agent was looked upon as a 
nuisance and a pest to be avoided by the 
busy American business man, but today 
the business man is turning to the in- 
surance agent as a professional man and 
turning over to him his insurance prob- 
lems just as he would consult his lawyer 
or doctor. 

“The committee has approached each 
state association and most of the state 
officers have taken a great interest in 
the project and have done much to for- 
ward our plans as they have been laid 
out. In many states, special committees 
have been formed to handle exclusively 
the work as outlined by the National 
Chamber of Commerce committee, and 
they have done effective work. In nu- 
merous instances we have been in direct 
contact with !local boards who have 
achieved some notable results. 

“The direct contact with the local 
board and with the local chamber of 
commerce is the ideal situation which we 
desire to obtain, and through the inter- 
chamber fire waste contest this can be 
started. That the work of our commit- 
tee has been accomplishing real results 
is illustrated in the list of entries in the 
inter-chamber fire waste contest. A year 
ago there were 256 chambers of com- 
merce entered. At present we have 412 
entries. 

“Our next division of the work is edu- 
cation, as a proper understanding must 
precede the power to act intelligently. 
It is important, therefore, to bring to 
the attention of the business man basic 
facts relative to the institution of insur- 


ance. We have been working through 
the state associations, the local boards, 
the ‘Americary Agency Bulletin’ and 
the insurance press in getting the story 
of our program to our own membership. 
It is now up to our membership to 
follow up this work in their own local 
chambers of commerce, and may we add 
to this all other civic organizations, such 
as Rotary and Kiwanis clubs, and other | 
similar organizations.” 





Tax Keeps Number of Agents 
Down in Kansas Communities 


An agent from Wichita, Kans., told the 
convention of the National Association 
of Insurance Agents last week at Kansas 
City that every licensed agent in his 
town must pay $50 tax, annually, and that 
the local boards help the city collect the 
tax. The board insisted that the local 
newspaper pay $50 license tax for its 
newspaper accident coupon policy, which 
it issued as a boost to circulation. The 
newspaper discontinued its insurance ac- 
tivities. 

About a dozen Kansas cities have this 
$50 license feature but the idea left the 
convention cold as additional taxes are 
not popular. 

President Gandy of Birmingham said: 

“We are going to show on November 1, 
that a local board has the right to limit 
the number of agents a company may 
have.” 





FIRE PREVENTION ON FARMS 


A conference on fire prevention on the 
farm was held at the Underwriters’ 
Laboratories in Chicago on October 14 
under the auspices of the American 
Agricultural Editors’ Association, the 
Agricultural Publishers’ Association and 
the Farm Insurance Association. Speak- 
ers included R. E. Vernor, manager 
of the fire prevention department of 
the Western Actuarial Bureau; C. J. 
Doyle, associate general counsel of the 
National Board of Fire Underwriters; 
I. D. Goss, manager of the farm depart- 
ment of the Continental; Rosse Case, 
local agent from Marion, Kansas; Earle 
Stotts, of the Lightning Rod Manufac- 
turers’ Association; and C..V. Gregory, 
representative of the- Agricultural 
Editors’ Association. 
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Excelsior Making 
Favorable Progress 
TO REDUCE CAPITAL 


Vice-President Hosmer Tells How 
Agents’ Company Has Made Head- 
way Since April of 1925 





PLANS 








A special meeting of stockholders of 
the Excelsior Insurance Company of New 
York will be held at the home office in 
Syracuse on Tuesday, October 27, to act 
on a proposition to reduce the capital 
stock from $500,000 to $250,000 and the 
number of shares from 100,000 to 50,000. 
President Frederick V. Bruns, who is 
likewise a prominent Syracuse local 
agent, signs the announcement of the 
meeting. : 

Vice-President and General Manager 
R. C. Hosmer has sent a letter to stock- 
holders in which he outlines the position 
of the company since it became active 
in the early part of this year. Follow- 
ing is the letter full: 


“This is to tell you of the progress we 
have made since your company really 
began to write business for its own ac- 
count—on April 15th, 1925. 

“To those of you who are not insur- 
ance men, a word of explanation of the 
technical insurance features may not be 
amiss. In October of 1924, all of the 
obligations of this company under its 
insurance polices, were taken over by an- 
other company and from that date to 
April 15th, 1925, this other company con- 
tinued +o assume all of the policy obli- 
gatiors of the Excelsior. While the 
Excelsior was issuing its own policies, 
it was not responsible, except indirectly, 
for any of the losses that might have or 
will occur under any policies issued by 
it from October 15th, 1924 to April 15th, 
1925. 

“The uncertainty of .the financial fu- 
ture of the company prior to its reor- 
ganization and the published annual 
statement showing a negligible surplus, 
could not help but shake the confidence 
of the agents of the company in its fu- 
ture and disturb those who already had 
its policies in their possession. 


Getting Confidence of Agents 


“We have had to overcome this lack 
of confidence, and re-establish the good 
name of your company. This we feel 
has been in a large measure accom- 
plished, although we occasionally find 
indications of the old doubt. 

“The life of any insurance company 
depends entirely upon the business it 
receives from its agents, and the future 
of your company will depend upon the 
number of agents it has sending it busi- 
ness, and the character of the business 
offered. 

“In April, 1925, only fourteen out of 
twenty-nine licensed agents reported 
business to this company. At this writ- 
ing we have sixty-five licensed agents. 

“The stockholders of this company 
have been of great assistance to the 
company, in asking that what insurance 
they have to place, in so far as possible, 
be placed in the Excelsior. We hope 
that you will continue to ask that your 
insurance be placed in your own com- 
pany. It is a help to us and to you. 
Where the Excelsior has no agency in 
your town, it may help us to obtain one 
We will always be more than glad to 
advise you what agency represents your 
company in your town. So if in doubt, 
be good enough to write to this office. 

“There are certain fixed expenses nec- 
essary to maintain the offices of an in- 
surance’ company. Under the present 
organization, these have been reduced 
to a minimum beyond which we cannot 
go without impairing our efficiency. I 
do not hesitate to say that I doubt if 
any other insurance company operating 
in a general way, can show the same 
economy of operation as the Excelsior. 


excellent office organization. 





AuG. J. LUEDKE. wice-pnes. 
R. E. BRANDENBURG, sec’y. @ tAEAS. 








Riot and Civil Commotion 
Wm. E. WOLLAEGER, persient 


Geo, P. MAYER. sue vice-pres. 
Ropert H. MOORE, asst sac‘. 


CASH CAPITAL: ONE MILLION DOLLARS 


losion 


Heaman AmBOS, sae vice. ons, 
A. C, MEEKER, asst sec'y. 








“We are nevertheless building up an 
We have 
in charge of the Accounting Department, 
Mr. H. C. Little, former senior auditor 
of the Tax Department of the State of 
New York. 

“In the Underwriting Department, we 
have recently acquired the services of 
Mr. P. J. Koch, for three years in the 
general rating division of the New York 
Fire Insurance Rating Organization. For 
the five years prior he was one of the 
underwriters for the Crum & Forster 
office of New York City, general agents 
for a large and important group of fire 
insurance companies. 

“With the exception of the vice-presi- 
dent and general manager, none of the 
officers of the company are receiving any 
salary. We have commodious quarters 
at a very reasonable rent and our con- 
stant thought is to avoid unnecessary 
expense and conserve for the stock- 
holders, the assets of their company. In 
the selection of the business offered, we 
have used every care possible, which 
has resulted so far in a very satisfactory 
loss experience. : 

“We are ready at all times to answer 
any questions of interested stockholders, 
and hope that you will feel entirely free 
to write us for such information as you 
desire. This is your company and we 
are your servants and using our best 
endeavors to build up and increase the 
value of your investment.” 





BRIGGS ON LUNCHEON CLUB 


Kansas City, Oct. 9—H. E. Briggs, 
Seattle, told of the luncheon club formed 
by insurance men in his city. The lunch- 
eon club discusses five subjects as fol- 
lows: Relation with companies; rela- 
tions with public relations; relations with 
employees ; office system and collections. 





GLOBE & RUTGERS ANALYSIS 

J. K. Rice, Jr., & Co., New York City 
stock brokers, have prepared an analysis 
of the Globe & Rutgers stock, showing 
the financial growth of this large fire 
insurance company. 
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J. M. Thorsen Talks 
On Advertising 


BEFORE HARTFORD “AD” CLUB 





New York Insurance Broker Who Has 
Made Specialty of Novel Publicity 
Notices Cites Views 





One hundred and seventy-five members 
of the Hartford Advertising Club went 
to the Hotel Bond Tuesday last week to 
hear J. Mitchel Thorsen, of Thorsen and 
Thorsen, 52 Vanderbilt Avenue, New 
York City, talk insurance advertising. 

Mr. Thorsen’s subject, incidentally, was 
not bad advertising for the meeting. It 
was “The Difference Between Methuse- 
lah and Jared.” 

“Jared, as few people know,” said Mr. 
Thorsen, “was Methuselah’s grand- 
father and if he had only lived seven 
years longer, he would have been as 
famous as his well-known grandson, for 
Jared lived to be 962 years old and 
Methuselah 969. The advertising analogy 
is obvious: it doesn’t pay to be an 
“also ran,” and it is easy indeed to fail 
utterly to sell a product or idea if, like 
Jared, you depend upon only one sales 
argument. There is always the chance 
of some one else coming along who can 
beat, that argument and consign your 
own to oblivion. 

“There are three books that adver- 
tising men should study,” said Mr. Thor- 
sen, “the Bible, the dictionary and the 
telephone directory.” 

The Bible was referred to as a great 


source of human interest copy; as a text 
book for advertising men to study. The 
dictionary was mentioned as a book of 
information that is too 
frequently overlooked, and the telephone 
directory as a source book of prospects 








REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN FIRE INSURANCE CORPORATION 
of New York 


UNION RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 





THE FIRST REINSURANCE COMPANY 
artford 


Administrative Offices, 115 Broad Street, Hartford, Conn. 








——=—= 
and a reminder of the many classes of 
people to whom advertising copy must be 
directed and that, if properly handleq 
would lead to good business. : 


Human Interest Biggest Item 


“The biggest thing in advertising jg 
‘human interest’,” said Mr. Thorsen, and 
then he went on to discuss some of 
Thorsen and Thorsen’s own advertising 
and the way in which human interest 
had been introduced into the copy. He 
referred to the advertisement which has 
now become a classic—the one that was 
run in the New York Evening Post and 
Printers Ink Weekly—that referred to 
Thorsen and Thorsen and then said that 
there were other good brokers in the 
city. The copy actually mentioned foyr 
or five competing offices of recognized 
leadership and ability. Letters came to 
Thorsen and Thorsen after this adver- 
tisement appeared from all over the 
country — congratulatory letters and 
letters asking permission to quote the 
advertisement. One broker wrote and 
said that he had been in business thirty- 
five years and wanted to know why his 
name had not been included as one of 
the “other good brokers.” 

A second advertisement that had been 
favorably received was one in which 
Mr. Thorsen followed his own advice 
and turned to the dictionary for copy, 
He found that the two Latin words from 
which the word “insurance” was derived 
meant “freedom from care” and he said 
so in his advertisement and then added 
“and that is exactly what we sell.” 

Hartford insurance people turned out 
in force to hear what this successful 
broker-advertiser had to say. The ad- 
vertising departments of the Phoenix, 
Mutual, the Hartford Fire, the Aetna 
group, Connecticut General, the Con- 
necticut Mutual and other Hartford com- 
panies were there, but the talk was one 
that appealed to all advertisers, and 
every local “butcher and baker” appre- 
ciated Mr. Thorsen’s dry humor and the 
advertising fundamentals that he dis- 
cussed in his talk. 





INSURANCE STOCK PRICES 
Following are the latest prices of in- 
surance stocks as quoted by J. K. Rice, 
Jr., & Co., stock brokers of New York 








City: 

Name Bid Asked 
POM Bick ete pe Nekes 565 COR os 590 600 
Americati Alliance so. 6 0.06 60s's 0 0's 300 = 310 
American Insurance Newark......... 24 26 
Bankers & Shippers.......ccccses 265 
NR i ae plane WOe 44 bee) 0 6:43:04 0@0 435 
SE ye ie re ee ae 15 17 
eS RRS er ae 162165 
BIE <b aio 8 aa Wrlek wale Cone eie's's 06 37 39 
City 0b. Mew. Voth. ss. ccslesee 285 295 
COMMIS oc.inb4 abies bAasws-8e0e4 112 «15 § 
ive AGGOMMtAON 5.5 ccs ccsctccevicessce 275 (280 
Franklin (Philadelphia) .... 176 ~ 182 
oe ee eee 37 39 
Globe & Rutgers.......... «» 1325 1400 
Great American. ....0.ccsecses «e+ 280 284 
ROO 5 tacks oe Vo kee Rc iaees 90 « 

cctcjein EE OR CEE OT OT ETRE eee 176185 
POREMINAR 59) 5-0 bigs Wikia c-cd NM bane 60 65 
pg Sper pene nig rae Ci on me 590 600 
bo eT Pee Cee omen eee ee 358 362 
EIOMOMERE « <i0'5.< bad sesven se Gad 45's 40 45 
Importers & Exporters............. 6065 
Insurance Company of North America 59 61 
Milwaukee Mechanics............+.. 41 43 
National “Liberty... .ccebcccccssccess ae 
ee PO Pee re ree Tet Seem 750 
New Jeteey i eis daw cie ccs 45 
New York Casualty.............6 96 
INGRBALE 6 650 os bmbic aateh Cokes scone 255 
PROUT. 6s doy ds Vaer Ship Ved ds tee 285 
Ont IRIVGE SSUi ig Cans dad ison ys 115 
PM cake ak coakedescaahwes 250 
INTE” 4\ cis dit en eke shone eae Sviee-< 565 
Providence-Washington .. Es 390 
cane agit ete Ce eee 95 
Stttyvesant 2 oss cecass 223 
United States .......cecces 143 
Wieetieeter.: iicayc eet tas arc 45 

*Plus extras. 





CATLIN ON AUTO SITUATION 


Kansas City, Oct. 9—James T. Catlin 
of the (executive committee told the 
National Association of Insurance 
Agents at their convention about the 
Automobile Chamber of Commerce. This 
committee is to investigate the whole in- 
surance situation. There is a_ similar 


situation with the American Automobile 
Association. Neither committee has re- 
ported, 
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Chamber of Commerce 
Committee Reports 


aT KANSAS CITY MEETING 





Earl E. Fisk, Chairman, Describes Work 
Done to Educate Public on Insur- 
ance Through Chambers 





Earl E. Fisk, Green Bay, Wis., pres- 
ident of the Wisconsin Association of 
Insurance Agents, and chairman of the 
committee on cooperation with the 
United States Chamber of Commerce, 
made his report at Kansas City last week 
at the annual convention of the National 
Association of Insurance Agents. After 
telling how insurance had been criti- 
cised for playing a lone hand he told how 
agents now saw the necessity of chang- 
ing tactics and are cooperating with 
chambers of commerce as it is an ideal 
medium for educating the public. Other 
members of Mr. Fisk’s committee in- 
cluded E. B. Dunning of Duluth, Minn., 
and Fred. H. Phillips, Springfield, Mo. 

Following is Mr. Fisk’s report in part: 

“The idea of cooperation with cham- 
bers of commerce in an endeavor to 
form a better public opinion on insurance 
is not a new one. It was presented by 
President James Lyman Case at the Buf- 
falo convention. Insurance has long been 
criticised for playing a lone hand. We 
have been too busily occupied with our 
own affairs to realize that the public 
is uninformed regarding the institution 
of insurance, and at last we are waking 
up to the fact that if the American 
agency system is to continue on in the 
high position which it holds at present, 
we must let the public know the work 
that we are doing. 


Public Ignorant of Facts 


“Unfortunately, the organized insur- 
ance agents know the good work that 
they are doing, but the public does not. 
The insurance business is a profession 
of a highly technical nature, and through 
the program laid out by our committee 
we believe that information can be 
brought to the public to bring it to a 
realization of the value of the real serv- 
ice-giving insurance agent. It is our 
duty to convince the insuring public 
of the great value of the American 
agency system, Business men study 
finance, cost accounting, production, of- 
fice administration, and various methods 
in order to have a proper background 
for success. Relatively few have an un- 
derstanding of the elementary principles 
of insurance and how insurance and its 
service can contribute to a successful 
conduct of a business. 

“From the Chamber of Commerce of 
the United States, always interested in 
getting the best and right information 
to the American business man, has come 
an offer of help and cooperation. The 
Chamber of Commerce of the United 


States includes over 1,400 local cham- - 


bers and trade associations with about 
800,000 corporations, firms, and individ- 
uals comprising its underlying member- 
ship and is the largest body of organ- 
ized policyholders among business men 
in the world, and it, in recognition of 
the important position of insurance in 
the modern business of today, created 
an insurance department. 

“This insurance department, realizing 
the importance of the personal contact 
of the local agent in each community, 
large and small throughout the country, 
came to us with an offer of cooperation 
and a plan to present to the public edu- 
cational information regarding the in- 
surance business. 

“The opinion of this vast body of 
policyholders supported by the influence 
of members in every state in the union 
and directed by the proper leadership of 
well informed local agents, can be a very 
potent factor in the improvement and 
better understanding of the institution 
of insurance. A properly presented and 
well worked out system of education will 


result in an understanding of insurance 
based on impartial information and on 
solid economic facts. 


Should Join Civic Bodies 

“This committee was appointed, and in 
February, 1925, went to Washington, 
conferred with the officials there, a pro- 
gram was laid out, and the work started. 
We have first been urging that all mem- 
bers of our association join their local 
chambers of commerce becoming a 
strong influence therein, thus giving to 
the insurance business its proper relative 
importance in the eyes of each local 
community. 

“There are two methods of accomplish- 
ing this close contact with the local 
chambers of commerce. The ideal 
method is that of a local board joining 
its chamber of commerce as a unit. In 
this way the local board is an integral 
part of its chamber of commerce and 
works in close cooperation with it on 
all public relations relating to insurance. 
This form of organization is followed 
out in many cities throughout the coun- 
try. 

“Where it is not possible for the for- 
mation of these units of insurance divi- 
sions, our committee has been urging the 
formation of insurance committees, these 
committees to be ‘balanced’ and made 
up of half insurance men and half mer- 
chants and manufacturers, to devote 
their attention primarily to the policy- 
holders’ aspect of various insurance 
matters. 

“The work of the chamber of com- 
merce committee has been laid out along 
three lines: First, education; second, leg- 
islation; and third, conservation. We 
have chosen upon the last named for 
our opening wedge, and the first shot 
in our work has been cooperation with 
the insurance department of the Cham- 
ber of Commerce of the National Fire 
Waste Council in the pushing forward 
of the inter-chamber fire waste contest. 

“Separate from the effect of the con- 
servation activity upon ourselves, this is 
of vital importance to the insurance 
business in the effect of such work upon 
public opinion. We must realize that 
public opinion is nothing more than the 
aggregate of individual opinion through- 
out the country. If the insurance men 
can convince the communities in which 
they are living of the fact that they are 





not only interested in protection but 
also in conservation, we believe this will 
have a very direct effect upon public 
opinion, as the chambers of commerce 
are fundamentally clearing houses for 
local, civic, and business affairs. 


Urges Continuance of the Prevention 
Work 


“For many years the National Asso- 
ciation has been working with the fire 
insurance companies and various organ- 
izations in community fire prevention 
week celebrations, but these periodic 
and spasmodic efforts cannot accom- 
plish that which we are now striving to 
obtain. The public naturally looks to 
the insurance agent for information and 
help in fire prevention and fire protec- 
tion matters. Time was when the in- 
surance agent was looked upon as a 
nuisance and a pest to be avoided by the 
busy American business man, but today 
the business man is turning to the in- 
surance agent as a professional man and 
turning over to him his insurance prob- 
lems just as he would consult his lawyer 
or doctor. 

“The committee has approached each 
state association and most of the state 
officers have taken a great interest in 
the project and have done much to for- 
ward our plans as they have been laid 
out. In many states, special committees 
have been formed to handle exclusively 
the work as outlined by the National 
Chamber of Commerce committee, and 
they have done effective work. In nu- 
merous instances we have been in direct 
contact with !local boards who have 
achieved some notable results. 

“The direct contact with the local 
board and with the local chamber of 
commerce is the ideal situation which we 
desire to obtain, and through the inter- 
chamber fire waste contest this can be 
started. That the work of our commit- 


tee has been accomplishing real results. 


is illustrated in the list of entries in the 
inter-chamber fire waste contest. A year 
ago there were 256 chambers of com- 
merce entered. At present we have 412 
entries. 

“Our next division of the work is edu- 
cation, as a proper understanding must 
precede the power to act intelligently. 
It is important, therefore, to bring to 
the attention of the business man basic 
facts relative to the institution of insur- 


ance. We have been working through 
the state associations, the local boards, 
the ‘Americary Agency Bulletin’ and 
the insurance press in getting the story 
of our program to our own membership. 
It is now up to our membership to 
follow up this work in their own local 
chambers of commerce, and may we add 
to this all other civic organizations, such 
as Rotary and Kiwanis clubs, and other 
similar organizations.” 





Tax Keeps Number of Agents 
Down in Kansas Communities 


An agent from Wichita, Kans., told the 
convention of the National Association 
of Insurance Agents last week at Kansas 
City that every licensed agent in his 
town must pay $50 tax, annually, and that 
the local boards help the city collect the 
tax. The board insisted that the local 
newspaper pay $50 license tax for its 
newspaper accident coupon policy, which 
it issued as a boost to circulation. The 
newspaper discontinued its insurance ac- 
tivities. 

About a dozen Kansas cities have this 
$50 license feature but the idea left the 
convention cold as additional taxes are 
not popular. 

President Gandy of Birmingham said: 

“We are going to show on November 1, 
that a local board has the right to limit 
the number of agents a company may 
have.” 





FIRE PREVENTION ON FARMS 


A conference on fire prevention on the 
farm was held at the Underwriters’ 
Laboratories in Chicago on October 14 
under the auspices of the American 
Agricultural Editors’ Association, the 
Agricultural Publishers’ Association and 
the Farm Insurance Association. Speak- 
ers included R. E. Vernor, manager 
of the fire prevention department of 
the Western Actuarial Bureau; C. J. 
Doyle, associate general counsel of the 
National Board of Fire Underwriters; 
I. D. Goss, manager of the farm depart- 
ment of the Continental; Rosse Case, 
local agent from Marion, Kansas; Earle 
Stotts, of the Lightning Rod Manufac- 
turers’ Association; and C. V. Gregory, 
representative of the «Agricultural 
Editors’ Association. 
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International Union 
Meeting Is Held 


BACK YORK-ANTWERP RULES 





Although Disadvantages Are Seen; 
Thinks Hague Rules Should be 
Adopted by Each Nation 





The general meeting of the Interna- 
tional Union of Marine Insurance, was 
held at Geneva on September 16 and 
17, when the following resolutions were 
passed: 

York-Antwerp Rules 


The meeting agreed upon the follow- 
ing, with two dissentients, the German 
underwriters abstaining from voting: 

“After examination of the York-An- 
twerp Rules, 1924, the International 
Union of Marine Insurance has come 
to the conclusion that these new rules, 
as compared with the legislation in some 
countries, show undeniable disadvan- 
tages. None the less, from the point of 
view of underwriters, the union is of 
opinion that an international unification 
of the general average rules offers so 
great advantages and means such a big 
step forward that the national or in- 
dividual interests must stand back. The 
International Union, therefore, recom- 
mends that the York-Antwerp Rules, 
1924, be put in practice.” 


Hague Rules 


The following was passed unanimously : 

“The International Union of Marine 
Insurance resolves :—Whereas it is con- 
sidered that an international unification 
of the carrier’s liability under a bill of 
lading is absolutely necessary, not only 
from the point of view of the marine 
underwriters, but also! generally with 
regard to the interests of all parties con- 
cerned. And whereas it is further con- 
sidered that this object should be ob- 
tained by introducing the Hague Rules 
unaltered and as a whole into the na- 
tional laws of the individual countries. 

“Be it therefore resolved that the trans- 
port insurance companies associated to 
the International Union and representing 
22 European countries, shall use all their 
influence, and enlist at the same time 
the co-operation of all other commercial 
interests in their respective countries, in 
order to obtain from their governments 
ratification of the Hague Rules and their 
being put into force as soon as possible.” 


Hull Policies on Aircraft 


It was also resolved unanimously: 

“Hull policies on aircraft shall only be 
written in the country where the respec- 
tive aircraft is registered, the rates and 
conditions of the national aviation pool 
in that country being compulsory. Busi- 
ness which has not been written in con- 
formity with the rates and conditions of 
the competent aviation pool shall not be 
accepted in reinsurance. This agree- 
ment applies to subscriptions at all places 
in countries where a national aviation 
pool is established. The companies as- 
sociated to the International Union are 
under the obligation, in accordance with 
Section 13, Articles of Association, to 
bind to this agreement also the com- 
panies controlled by them, but not be- 
longing to the International Union.” 


Compulsory Agreement as to Storage 
Risks 

The meeting decided that: 

“Under a marine policy, including the 
warehouse to warehouse clause, as well 
as under a policy covering storage risks 
in connection with a sea transport, the 
earthquake risks shall cease on arrival 


of the goods at the port of destination, © 


unless such risks had been expressly 
insured against at an additional premium. 
Earthquake risks in the sense of this 
agreement comprise the risks of fire and 
flood caused by an earthquake. 


Marine Lectures 
To Start Oct. 22 


TWENTY TALKS IN COURSE 
Many Well Known Loss Managers and 
General Average Adjusters Will 
Address the Classes 








The Insurance Institute of America 
has completed the details of its marine 
insurance course for the 1925-1926 season. 
The cost of the course will be six dollars 
and lectures will be held every Thursday 


at one to one forty-five p. m., at the New ~ 


York Board room, 123 William Street. 
The committee of the Institute on Marine 
Insurance consists of William  D. 
Winter, chairman, Hawley T. Chester 
and Hugh A. Mullins. The course opens 
on October 22, when W. Hastings Jones, 
loss manager of the Marine Office of 
America, will speak on total loss general 
practises. 

Following is an outline of the complete 
course: 


October 22, 1925 
Totrat Loss—GENERAL PRINCIPLES 
W. Hastings Jones, Loss Manager 
Marine Office of America 
October 29, 1925 
Tora Loss or Carco 
Robert B. Jennings, Manager 
Automobile 
November 5, 1925 
Tora Loss or VESSEL 
Douglas C. Anderson, Loss Manager 


American Marine Insurance 
Syndicates é 


November 12, 1925 


Losses OF FREIGHT 
J. Stewart Gilbertson. Director 
Talbot, Bird & Co, 
November 19, 1925 
PARTICULAR AVERAGE ON Carco, I 
H. E. Reed, Loss Manager 


Fireman’s 
Company. 


Co. 


Insurance 


Fund Insurance 








Compulsory Agreement as to Loss in 
Weight and/or Shortage 

“The members of the International 

Union of Marine Insurance hereby agree 

that they will not specifically insure the 


risk of losses arising from loss in weight ° 


and/or shortage in marine policies on 
shipments of produce such as the com- 
modities mentioned below and the like. 

Cereals, cocoa, coffee, copra, gum, 
pepper, rice, sago, seeds, spices, sugar, 
tapioca, tobacco, vegetables. 

This clause does not comprise loss in 
weight and/or shortage which can be 
proved to have been caused by insured 
risks. This agreement applies to sub- 
scriptions at all places.” 
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of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 


| The Home Insurance Co., New York 
59-61 Maiden Lane 
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December 3, 1925 


ParTICULAR AVERAGE ON Carcd, II 
E. W. Murray, Loss Manager 
Appleton & Cox 


December 10, 1925 


PARTICULAR AVERAGE ON VESSEL, I 
F. Porter Gore 
Association of Average Ad- 
justers 
December 17, 1925 
PARTICULAR AVERAGE ON VESSEL, II 
F. Porter Gore 
Association of Average Ad- 
justers 
January 7, 1926 


GENERAL AVERAGE—PRINCIPLES, I 
Hugh A. Mullins, Member 


Association of Average Ad- 
justers 
January 14, 1926 
GENERAL AVERAGE—PRINCIPLEsS, IT 
Hugh A. Mullins, Member 
Association of Average Ad- 
justers 
January 21, 1926 
GENERAL AVERAGEP—SACRIFICES, I 
Christopher Gore, Member 
Association of Average Ad- 
justers 
January 28, 1925 
Christopher Gore, Member 
Association of Average Ad- 


justers 


February 4, 1926 
GENERAL AVERAGE—EXPENDITURES, I 
Hugh A. Mullins, Member 
Association of Average Ad- 
justers 
February 11, 1926 
GENERAL AVERAGE—EXPENDITURES, II 
Hugh A. Mullins, Member 
Association of Average Ad- 
justers 
February 18, 1926 
GENERAL AVERAGE—EXPENDITURES, III 
Hugh A. Mullins, Member 
Association of Average Ad- 
justers 
February 25, 1926 
GENERAL AVERAGE—MISCELLANEOUS 
Hugh A. Mullins, Member 


Association of Average Ad- 
justers. 








APPLETON 


Tokio Marine and Fire 


Indemnity Mutual Marine 





1 South William -Street, New Yerk 


AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 


Admitted Assets, $4,678,186.54 


Admitted Assets, $6,691 ,491.37 


Adum:itted Assets, $1,343,699.05 


WRITE FOR OUR AGENCY PROPOSITION 


& COX, Inc. 





Insurance Co., Ltd., Tokio 


Assurance Co., Ltd., London 





.March 4, 1926 
Carco SURVEYING, 
John S. Kemp, of 
Koehler, 
March 11, 1926 
PRACTICAL SALVAGE OPERATIONS 
T. A. Scott, President 


Merritt, Chapman & 
Corporation 


March 18, 1926 

CoLLIsIon CLAIMS 

Ira A. Campbell, Member 
March 25, 1926 


Protection & INDEMNITY 
Arnold W. Knauth, Member 
New York Ba 


Kemp & Koehler 


Scott 


ew York Bar 
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WHIST IS EXONERATED 
The Attorney-General of Norway ha 
found that the charges against Alf. Whist, 
former managing director of the Norske 
Lloyd of Norway, are not sustained 
has dismissed them. 








R. F. P. A. MEETING 
The 1925 annual meeting of the Rail 
way Fire Protection Association will bt 
held at Hotel Morrison, Chicago, Octové 
20, 21 and 22. 
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Something Brand New 


As a comeback to the old saying, 
“there is nothing new under the sun,” 
the Peter M. Fraser Agency, Connecti- 
cut Mutual in New York, has established 
a telephone information service which it 
presents to New York agents as some- 
thing brand new. The plan is simple. 
If you are in a prospect’s office and he 
sticks you on a puzzling question, don’t 
go away telling him that you will give 
him the answer some other time; just 
“sit tight,” call “Hanover 0540, Informa- 
tion” and you will receive your answer 
in quick time. This service is open to 
agents of any company who need help 


on new business. 
* * 


Fire Insurance Companies Paying More 
Attention to Selling 


Judging from letters received by 
THe EASTERN UNDERWRITER relative to 
The Gold Book issued recently—The 
Gold Book being a life insurance sell- 
ing number—fire insurance companies 
are beginning to pay considerable at- 
tention to selling problems as a number 
of letters received by this paper com- 
plimenting The Gold Book came from 
fire insurance people. This is rather 
remarkable in view of the fact that the 
edition was gotten out primarily for 
life insurance men. The old days when 
fire insurance sold itself and the busi- 
ness when solicited was done so in a 
leisurely manner seem to be fading. 
Given two agents, one who understands 
the principles of salesmanship and the 
other not, the sales expert will put. it 
all over the other man and he will not 
_e to cut a rate or jockey a form to 
0 it. 

There is no reason why fire insurance 
agents cannot keep in just as close touch 
with their clients as life insurance peo- 
ple do and agents who do not will find 
the business walking away from them. 
But the younger type of special agents 
understand this very well and are 
making more demands on the publica- 
tion departments of their companies for 
attractive selling literature which they 
can place in the hands of agents and 
agents can give fo the assured, 


A Talented Young Actress 

The illusion of the stage has nowhere 
been better illustrated than in the case 
of Miss Eleanor Hall, leading woman in 
the little drama, “Thy Will Be Done,” 
showing the close relationship between 
the life insurance companies and the 
trust companies; and acted before the 
delegates to the National Association of 
Life Underwriters in Kansas City. Miss 
Hall was chosen for the part as she had 
made a great success as leading woman 
of “Liliom” with the Kansas City Com- 
munity Players two years ago. 

Her entrance upon the stage in the in- 
Surance play was as a widow in weeds, 
leading into the office of the trust com- 
pany her twelve-year old son. As soon 
as she came on the stage the underwrit- 
ers began to ery; and they wept again 
when she began to speak. 





Investigation disclosed that Miss Hall 
is a college girl eighteen years old and 
that she did the “Liliom” role when she 
was sixteen. If she adopts a permanent 
stage career she should go far. 

+e * 


Two Hospitable Clubs 
Two skyscraper clubs in- Kansas City 
—the Kansas City Club and the Athletic 
Club—were godsends for visitors to the 
insurance conventions in Kansas City. 
Many of the insurance people had rooms 
in them. 
* * * 
Satisfactory Talkers 
The impression that bankers and trust 
company men cannot talk was proved 
erroneous at the convention of the Life 
Underwriters Association in Kansas City. 
Five of the financial men were on the 
platform and they spoke their pieces 
very well indeed. 
* * * 


Paying To Be A Bellboy 


Look down upon the big hotel bellboy, 
if you will, because of the low morale of 
his business but don’t pity him and of- 
fer him a job “so that he can better him- 
self.” You would only get laughed at for 
your pains. The modern bellboy is one 
of the chief salesmen of the bootlegger. 
In Kansas City last week at one of the 
leading hotels, when guests arrived at 
their room escorted by the bellboys they 
were asked if they wanted any whiskey 
or gin. One bellboy said he made $800 
during the last week of September and 
the first week of October. 


* * * 


The Stilt Walker 


Wilson, the stilt walker, who had the 
Kansas City crowds rubber-necking last 
week as he towers thirty feet in the air, 
was brought to that city from New York 
by John L. Mee, vice president of a cer- 
tain surety company which has its name 
in the papers more than all the other 
companies combined. The sign read: 
“All the world looks up to the National 
Surety Company.” 

That is one of the cleverest ads that 
this writer has ever seen and didn’t cost 
the company very much money. 

I had a talk with Wilson and found 
that it takes all kinds of people to make 
up a world. He was a stage carpenter 
and a pretty good acrobat, but until he 
started touring the country in stilts he 
never earned more than $10 a week. He 
and his partner, for seven years toured 
the United States, Canada and Mexico, 
generally with a circus, and their joint 
salary was $30. His partner was killed 
and now Wilson is going it alone. He 
makes from $25 to $100 a day and says 
he is generally booked up with engage- 
ments. 

In talking to the writer, he bemoaned 
the fact that he was unable to get any 
insurance. “It would come in handy in 
case of a nasty fall,” he said. “Occasion- 
ally, I get some insurance by saying I am 
an acrobat, but before long some insur- 
ance company investigator finds out that 
I make my living by ‘the sticks’ and then 


the company cancels out on me. But this 
is the healthiest life you can lead. I can 
drink whiskey all night and navigate 
through motor trucks all day and eat 
corned beef and cabbage at four o’clock 
in the morning and not have indigestion.” 
Re cay. Wilson got even more confiden- 
tial. 

“However, I expect to get mine some 
day. Maybe a motor cycle will come too 
close to me or a drunk will fall against 
me and it will be all over.” 

Wilson came back East with a carload 
of insurance men and several of them 
noticed that while Wilson can negotiate 
the hills and cobble stones of Kansas 
City on his big stilts and not get in any- 
body’s way he cannot negotiate the aisles 
of a Pullman car without stepping on the 
feet of other passengers. Such is life’s 
irony. ; 

* * * 
The Widow of a Mayor 


One of the most interested of the 
audiences at the convention in Kansas 
City last week of the National Associa- 
tion of Insurance Agents was Mrs. 
Frank J. Rice, secretary of the Connect- 
icut Association of Insurance Agents. 
Mrs. Rice is the widow of a former 
mayor of New Haven, a man who was 
elected for four terms. After his ‘death 
Mrs. Rice took charge of his business 
and has held her own, demonstrating 
that she has business ability as well as 
social talents. As secretary of the Con- 
necticut Association, she is efficient also. 
Her business name is Charlotte Rice. 


* * * 


Tried to Hold Up the Wrong Man 

Recently, this page had something to 
say about the statement of a man arriv- 
ing here from Los Angeles after a long 
absence from New York, who was quot- 
ed as saying that the principal thing 
which struck him was the large number 
of effeminate men he noted on the 
streets, especially in the Longacre Square 
section of the city. 

I should like to call. his attention to 
the encounter’ which Fire Marshal 
Brophy of New York had with five hold- 
up men in the hallway of a tenement 
which the marshal was visiting at night 
in the course of his regular duty. 

Brophy hit out with both fists, knocked 
two of the crooks down and reaching 
for his big flashlight used that as a 
weapon over the heads of the others. It 
all resulted in the capture of the hold- 
up men. 

Can Los Angeles show us a more stim- 
ulating piece of bravery on the part of 
any of its citizens? 

Oe 
Advertising On The Jersey Meadows 


Now that the Florida real, estate com- 
panies are taking page ads in New York 
and Chicago newspapers, running special 
trains from the North for the benefit of 
buyers of real estate and opening branch 
offices in important Northern cities, it is 
not surprising that some of the insur- 
ance agents there should be wanting to 
get in touch with Northern people—and 
that is what is happening. 

B. D. Cole, Jr.,.an important agent of 
West Palm Beach, Fla., has one of the 
iargest outdoor advertising signs to be 
seen on the New Jersey meadows. By it 
pass all the Pennsylvania Railroad and 
some other trains. He simply uses his 
name and announces that he is in a pos- 
ition to give expert insurance service. 

Palm Beach is a resort where there 
are some large and expensive hotels. It 
is a few miles from West Palm Beach 
which is a very thriving and up-to-date 
city. 

The big question and the only question 
heard on railroad trains enroute to Flor- 
ida is, “Has the real estate boom reached 
its peak?” That is the start of conversa- 
‘tion and there follow personal remin- 
iscences as to how much money the 
speaker has made by speculating in real 
estate and how much he didn’t make by 
not speculating. Some of the stories told 
are as exciting as the ones you formerly 
heard about oil in Pennsylvania, Texas 
and Oklahoma. 

An interesting development of the 
Florida real estate- boom is the- number 





of inquiries being received by the of- 
ficers of insurance companies from 

agents who want expert advice as to 

whether to buy Florida real estate. These 

requests are seriously received; there 

are consultations with the investment of- 

ficers of: the company and definite ad- 

vice is frequently given. Of course, 

most of these queries come into the life 

insurance offices because their experi- - 
ence in farm loans makes agents feel 

that their officers can give a more ac- 

curate opinion on the subject. 


Close-Up of the Future 

Here is a question which some agents 
have found effective in approaching certain 
types of prospects: “Would you like to 
assume the burden of bringing up two 
children and of taking care of yourself on 
the income your wife will have when you 
are gone?”—The Aetna-izer. 

* * * 


He: “I hear someone has suggested a 
statue to the man who invented rubber 


: “Wouldn’t a bust be more appro- 
priate?”—Missouri State. 
UNION INDEMNITY WINS 
All Points in Litigation over Stock 
Transfer With Northwestern Won 
by Company 








The Union Indemnity won last week 
the litigation in Wisconsin growing out 
of its arrangements to secure control 
of the Northwestern Casualty & Surety 
through an interchange of stock. In 
announcing the victory W. Irving Moss, 
president of the Union Indemnity, in a 
telegram to the company’s Eastern de- 
partment said: 

“The decision reverses the lower court 
and directs dismissal of the case, hold- 
ing, first, that the transaction is not 
within the terms of the blue sky law 
and no permit is required; second, that 
the transaction is not a merger within 
the meaning of the Wisconsin statute; 
third, that neither the Railroad Commis- 
sion nor the Insurance Commissioner 
had any right or jurisdiction to impair 
or impede the proposed transfer.” 


TO ORGANIZE CASUALTY CO. 

The Aetna (fire), of Hartford, Conn., 
will organize a casualty company that 
will be capitalized at $1,000,000 with a 
paid in surplus of a like amount. The 
executive committee has been authorized 
to proceed with the incorporation which 
provides for the management of the cas- 
ualty company under the Aetna (fire). 
The directors of the Aetna (fire) have 
also authorized the commencement of 
work on construction of the first unit 
of the company’s home office group of 
buildings that were recently acquired. 


Oo. H. LINN APPOINTED 


The New York Indemnity has ap- 
pointed O. H. Linn as manager of its 
fidelity and surety department. Mr. Linn 
was formerly assistant secretary of the 
National Surety with which company he 
has been connected for nine years. 











LOFGREN APPOINTED 
H. Jj. Lofgren, vice-president and 
comptroller of the National Surety, has 
been made assistant to William B. Joyce, 
chairman of the company. 





Leterman & Gates, Inc., New York 
City, insurance agency, has been char- 
tered at Albany with capital of 100 
shares non par value. E. G. Leterman, 
A. N. Gates, Sol Cohen are the directors 
of 1359 Broadway, J..T. Baseeches,. A. 
Perlstein and C. Rosenberg, 342 Madison 
Avenue are the subscribers to one share 
each of the capital stock. 





Rates for blanket holdup covers have 
been increased on: account of continued 
heavy losses. The rates have been ad- 
vanced from $2.10:to $3 a. year per in- 
dividual covered. 
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CASUALTY AND SURETY NEWS 














Metro. Casualty’s New 
Fidelity Rating Plan 


GROUP DIVISION PROPOSED 
New Idea Causing Much Discussion 
Among Surety Underwriters; Under- 
writers Comment on Scheme 





The Metropolitan Casualty has a new 
method of applying rates for fidelity 
schedule bonds which is causing much 
discussion among surety underwriters. 
The Metropolitan Casualty put out a 
copy of its proposed agreement and a 
circular letter describing the agreement 
and rates. 

As outlined by the company in its 
circular the method involves the division 
of all employes into three groups: the 
first group to consist of employes in 
positions of trust, having custody of, or 
access to, the money or property of the 
employer, such as, treasurer, auditor, 


cashiers, bookkeepers, managers, sales- 
men and collectors; the second group 
to consist of office employes not ordi- 
narily having custody of the money of 
the employer, such as, stenographers, 
typists and clerks; the third group to 
consist of outside employes, such as, 
factory workers and laborers. 

Employes in the first group must all 
be bonded for the same amount: rang- 
ing from $2,500 to $50,000 each. The 
premium will range from $6.25 per em- 
ploye to $42.50 per employe. Every em- 
ploye in the second group must be bond- 
ed for a minimum of $1,000 at the rate 
of $2.50 per thousand. Employes in the 
third group may be bonded as the em- 
ployer desires. The premiums for the 
first group of employes are subject to 
increases and reductions according to 
the class of business of the employer. 
Certain discounts are allowed for perio- 
dical audits, etc. 


Comments on Scheme 


To find out the effect the proposed 
plan would have on the surety business 
a reporter for THe Eastern UNDER- 
WRITER interviewed several underwriters 
to get their reaction and their comments 
in a nut-shell may be summed up in 
the following brief statements: 

“The requirement that all employes in 
a given class be bonded for the same 
amount probably will not enable many 
employers to reduce the cost of their 
schedule bonds.” “The plan adds noth- 
ing to the art of fidelity underwriting.” 
“All of the benefits claimed for the plan 
are to be found in the present forms.” 

The reasons for the working out of 

the new plan are contained in a para- 
graph of the Metropolitan Casualty’s 
circular which is reproduced herewith as 
follows: 
_ “The present system of rating fidelity 
bonds for employes, whether the indi- 
vidual or the schedule or the position 
form be used, is a fixed rate per thou- 
sand on the amount of the coverage on 
each employe. This plan has not proven 
satisfactory to employers because the 
cost of obtaining a liberal amount of 
indemnity on each employe is so high 
that in practice employers take only 
a moderate or small amount, with the 
result that in a large percentage of the 
cases of loss, the loss is greater than the 
amount of coverage.. Moreover, the 
covering of new employes and the elim- 
inating of those who leave the service 
and the increasing or decreasing of the 
amount of coverage to meet changing 
conditions involves considerable trouble 
and expense; and there is the inevitable 
possibility that the very employe who 
causes loss wifl have been inadvertently 
omitted from the coverage.’ 


Foreign Automobile 
Coverage Advantages 


GLOBE INDEMNITY’S METHOD 





Existing Arrangements Provide For .In- 
suring Private or Pleasure Cars Any- 
where on Continent 





Describing the foreign automobile cov- 
erage being offered by the Globe In- 
demnity in connection with the Liverpool 
& London & Globe, F. E. Wilkens, super- 
intendent of the automobile department 


of the company says in a supplement to 
the company’s agency publication, 
“Around The Globe” “The rates as 
shown in the automobile manual should 
be disregarded and existing policies may 
be cancelled on a pro rata basis if a 
foreign coverage policy is issued. 

“Personal injury and property damage 
liability only may be obtained but we 
recommend the comprehensive coverage 
policy designed to cover practically every 
kind of mishap. 

“The policy covers for private and pro- 
fessional purposes anywhere in Great 
Britain, Northern Ireland, the Irish Free 
State, the Isle of Man, the Channel Is- 
lands, including transit by road, rail and 
inland waterway, and between ports 
therein, and it may be extended to cover 
the use of the car on the continent of 
Europe, or in Algeria or Tunis; loss of, 
or damage to, the car during transit by 
any recognized short sea routes between 
Great Britain, Northern Ireland, the 


Irish Free State, and the continent of 
Europe or Algeria and Tunis. 
“Unlimited indemnity is provided to the 
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assured or anyone driving the automobile 
with the assured’s general knowledge 
and consent, against claims by the public, 
or by passengers (excluding employes or 
members of assured’s household or other 
person indemnified) for personal injury 
or property damage. The assured is also 
indemnified whilst personally driving any 
private car not belonging to him. 

“The policy contains many features 
such as death and dismemberment in- 
demnity for the assured, medical expense, 
cost of policy, proceedings and privilege 
to make repairs to car immediately, and 
for a very nominal additional premium 
the policy may be extended to cover 
mechanical breakdown, loss of rugs, coats 
and luggage, accidents to paid driver, 
weekly accident indemnity to assured and 
members of his family and passengers. 

“Reductions in premium for deductible 
insurance for liability, property damage, 
collision, fire & theft, etc. may be ob- 
tained.” 











N. J. COMPENSATION FIGURES 





Combined Writings of Companies fo; 
Twelve Months Ending June 30, was 
$9,156,943 
Compensation insurance premiums on 
New Jersey risks written by individual 
companies during the twelve months end- 
ing June 30, 1925 were as follows: 










Aetna Casualty & Surety.......... eviews $2,478 
PENI SEs gsi mas dediin nc cwulkert etna secs ee 557,32 
Allied Mutuals Liability................. 19,494 
Amefican Employers ............ss0ee000. 7,451 
American tas pS eae 510,683 
COMI SIRMMNIES os cach cance ccacceee 40,211 
Commercial Casualty .....cccscosscecess 407,890 
Continental Casualty ........cesececces. 25,641 
en ee er nya tae 25,14 
Employers’ Indemnity ...........ceeeeees 13,99 
Employers’ Liability. > os. cedcccccseccsess * 261,06 
Employers’ Mutual .......5....ccccceeees 19,530 
Eureka Casualty ............ 7,832 
Federal Mutual ~ geil 7,257 
Fidelity & Casualty.. 179,739 
General Accident .......... 89,583 
General Casualty & Surety 15,715 
PIR COBUBIEM onc ce scusees 94,900 
Globe Indemnity ........... 437,07 
Hartford Accident & Indemnity 341,117 
PERE CARRIO 26 5 5 occ vcntinsticn oe Be 5,770 
Indemnity of North America............ 201,484 
Independence Indemnity %6, 


Interboro Mutual Indemnity............ 7,246 








ee Be OS FREE Se SEs, See 313,91 

don Lancashire Indemnity........ 26,1 
London Guarantee & Accident.......... 171,510 
Lumber Mutual Casualty................. 48,770 
Lumbermen’s Mutual Casuaity PTASiiue es 72,8% 
Manufacturers’ Casualty ................ 6,066 
Manufacturers’ Liability ................ 262,713 
BEMESIOMS CBOURIED? avg Siccccakccccesecs'sce 293,54 
Massachusetts Bonding ...............-. 6,77 
Metropolitan Casualty ....0...ccccccscee: 35,9% 
New Amsterdam Casualty............... 107,087 
N. J. Fidelity & Plate Glass wha iee se 14,901 
N. J. Manufacturers’ Casualty.......... 1,482,517 
New York Indemmity...........ccse.se. 143,52 
Norwich Union Indemnity............... 67,14 
Ocean Accident & Guaranty............ 474,40 
Phoenix Indemnity .i......ccsccscecccess 26,691 
Republic Caonsity (iicissicccs cccicceecdss 68,765 
Royal Indemnity ......... 160,39 
Security Mutual Casualty. 43,801 
Southern Surety .:. 16,521 
Standard Accident 89,505 
Sun Indemnity 19,076 
Travelers’ Insurance 1,073,038 
Union Indemnity ........ 52,780 
United States Casualty.................. 106,061 
U. S. Fidelity & Gastats ce 411,09 
TO ETERS ae 685 
ERSHRSOE DAME URT <chc di wtSccedowcdinpedveess- 4,6 

on Sil ae gn ye 27,404 
Zurich General Accident @ Lish....... 144,1% 

PEE RR Sushi pecan cee yeas dens 0+ $9,156,948 





NATIONAL CREDIT MEN ACT 

The credit protection department of the 
National Association of Credit Men fot 
which a fund of $1,000,000 has been sub- 
scribed, the announcement of which ap- 
peared in a recent issue of .THE E.st#X 
UNDERWRITER in an exclusive article, mate 
its preliminary move in developing its 
first alleged bogus bankruptcy case in tht 
arrest of the officers and employees 
the Rialto Cloak and Suit Co., 
under the complaint of Mortimer |}. 
Davis, Federal Marshals arrested five de 
fendents who are alleged to have col 
spired in the bankruptcy of the firm 
which is understood to have liabilities it 
excess of $125,000. 
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Tells Contractors 
of Their Errors. 
DOES NOT BLAME SURETIES 


Wm. J. Barney, Well Known Contrac- 
tor, Tells of Shortcomings of Con- 
tracting Business 





In a recent issue of the Engineering 
News-Record there appeared an article 
by William Joshua Barney, a well known 
New York contractor and builder, in 
which he analyzed and discussed the er- 
rors of contractors and the reasons for 
bad estimating, bad bidding and the 
consequent losses. The article is in- 
structive and discusses the faults of the 
contractors themselves without trying to 
blame their losses on the contract bond 
underwriters and the surety companies. 

Mr. Barney said in part: “Manufac- 
turing concerns made a profit of 5.5 
per cent on their gross sales in 1923 be- 
fore deducting taxes and dividends. The 
average profit for 11,000 contractors was 
2 per cent—before taxes and dividends. 
The contractors of the United States 
make then less than 1% per cent profit 
after deducting Federal and state taxes 
alone, without taking into consideration 
interest on paid-in capital. 

“Will any thinking man then claim 
that contracting is on a sound basis or 
that the contractor makes a sufficient 
profit? Why is contracting found in 
such a precarious position? 

“To begin with, it is an unscientific 
business in many respects. It is prob- 
able that the larger percentage of con- 
tractors in this country do not know 
how to estimate. They know how to 
figure certain items reasonably well, but 
they do not know or acknowledge all of 
the costs that, entering into a job, should 
be figured. These omissions alone can 
make the difference between profit and 
loss on a construction job. 

In estimating cost for labor, units are 
taken too often from good records on 
previous contracts. The average ‘con- 
tractor in seeking work hopes for the 
best and cuts his bid on that basis. How 
many contractors can conscientiously 
answer ‘yes’ when asked if they include 
everything that should be figured on a 
given building? How many of them 
can say that they have cost estimating 
iorms that even provide places for figur- 
ing interest on investment, interest on 
loans, depreciation on plant equipment 
and other overhead items that have to 
be paid whether they are estimated for 
or not: 

“Some have; and they may be in- 
clined to say, ‘Mr. Barney, you’re not 
talking to us. You're talking to the 
inefficient contractors, and we think 
you're talking in the wrong place be- 
cause most of them don’t read Engi- 
neering News-Record.’ On the contrary, 
Iam not talking only tc the imefficient, 
even though they constitute a majority 
of contractors. I am talking to the effi- 
cient because leadership must come 
trom them, not from those on the lower 
levels. The situation requires real 
leadership and education to show erring 
contractors the way to success—because 
too many of them are passing out of 
the picture. If their passing injured 
only themselves it would be bad enough, 
but their final struggles involve all. 

Stop for an instant and try to think 
who of the contractors in business fif- 
teen years ago are with us today.” 





ENJOIN ILLINOIS COMPANY 


Justice Wasservogel in Supreme Court, 
Part 5, has decided in favor of the Lumber 
Mutual Casualty Insurance Company of 
New York, in its application for an in- 
junction against the operations in this 
State of the Lumbermen’s Mutual Cas- 
ualty Company of Chicago. The suit was 
brought on the grounds that -because of 
the similarity of the names of the two 
concerns, allowing the Chicago company 
to operate here, constituted unfair com- 
petition against the New York Company. . 


Underwriter’s Views 
On Commission Scale 


A & H SITUATION ALARMS 





Believes Bidding for Disability Insur- 
ance Lines Has Just About Reached 
Its Crisis 





Competitive bidding for accident and 
health insurance by the various com- 
panies has just about reached a crisis, 
declares an accident and health under- 
writer to THE EASTERN UNDERWRITER. As 
to the commission situation he says: 
“Almost without exception the com- 
panies are offering a rising scale of com- 
missions (above brokerage) according to 
the volume of business which can be 
brought in during the course of a year, 
the maximum in some instances being as 
high as 40 and 45%. 

“In addition spécial campaigns are 
staged for intensive production usually 
extending over a three months’ period, 
with a certain premium volume as the 
goal and 5 or 10% excess commission 
as the prize. 

“or many years income insurance has 
been going slowly along without making 
the proper appeal to the buying pub- 
lic. This situation has been progressing 
favorably through education and a great 
deal of extensive advertising. 

“Due to the fact that the agent was 
formerly a multiple line man, the aver- 
age broker would not trouble himself 
with going after this line so it was up 
to the companies to make it worth while 
to the producer. The brokerage was 
piaced at 30%, but the insurance com- 
panies have not been satisfied to mere- 
iv use high commissions for the sake 
of general stimulation of sales, but have 
used excess to buy business for the in- 
dividual company. 

“The education of the public is be- 
coming more complete as indicated by 
the buying of more income insurance in 





1924 than any other casualty line. The 
need for sales stimulation is decreasing 
yet the companies have placed more and 
more burden on the policyholder by 
increasing the acquisition cost. Health 
has generally not been profitable and 
its prop and main support, namely, acci- 
dent insurance, is being weakened by 
excessive expenses. 

“The conditions existing at present 
are unfair to the policyholder in rates 
and sometimes cause claims to be adjust- 
ed with one eye on the total cost of 
management. 

“These couiditions, it is hoped, will not 
exist forever and I believe that it is only 
a question of time before the companies 
will be forced to enter some acquisition 
cost agreement. 

. “Kegulation of expenditures would be 
welcomed by every Acident and Health 
man who has the welfare of the business 
as a whole at heart. 

_ “Perhaps the solution of the situation 
is an agreement on the part of com- 
panies as to uniform policies and the 
continuance of the committee on vital 
statistics.” 





PROTEST U. S. REALTY 

At the fall meeting of the Surety Un- 
derwriters Association of Philadelphia 
last week in Philadelphia it was decided 
to make a vigorous protest to Insurance 
Commissioner Samuel W. McCulloch, de- 
manding a complete investigation into 
the alleged participation of the United 
States Realty Company of New York in 
the surety business by acting as surety 
for the George A. Fuller Construction 
Company, which has a contract for build- 
ing the middle section of the new Phil- 
adelphia Art Museum. 





APPOINTED AT BOSTON 
The Metropolitan Casualty has ap- 
pointed Roy C. Wolfe as payroll auditor 
in its Boston; Mass., office. Another ap- 
pointment at this point is that of J. 
Warren Phillips as supervising inspector. 
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Savings Bank Plan 


(Continued from page 1) 


the Royal Indemnity’s deferred payment 
contract will be the forms issued to de- 
positors. The disability premium is $2.60 
on the basis of $1,000. If it is determined 
that an accidental death benefit should 
not accompany the disability, 10% may 
be deducted from the rate. 

According to the terms of the disability 
policy, in the event of disability as a 
result of either injury. or sickness, the 
Royal will pay a monthly sum equal to 
the amount of the outstanding note that 
is due each month. Payment will only 
be made after the depositor has suffered 
two weeks ‘of continuous total disability, 
but in such an event it automatically be- 
comes retroactive and pays from the 
outset of disability. 

It is necessary that this coverage be 
put into effect in the instance of not 
less than 75% of the depositors whom 
the bank may secure from the time the 
agreement commences. 

The premiums as paid are charged to 
the depositors savings account. 


How Disability Will be Handled 

The procedure in connection with the 
disability insurance is as follows: 

The policies are completed in the office 
of the banking institution or agent of 
the company and delivered to the de- 
positor at the time the savings agreement 
is determined upon. The depositor then 
completes a blank assigning his interest 
in the policy to the banking institution. 

The names of the policy-holders are 
then listed on ian; insurance register 
sheet, in triplicate, together with such 
other information as is required. Two 
copies of this form are sent out, one to 
the company and the other to the agent; 
the third copy is retained for the records 
of the bank. 

In the event of a claim, the banking 
institution immediately forwards a blank 
to the depositor, who fills in a statement 
setting forth his disability, which is 
attested to by his physician on the re- 
verse side. The blank is then forwarded 
to the company and a draft* immediately 
drawn in favor of the banking institution. 

The members of the firm that will 
handle the -working of the plan are P. 
W. Jones, the originator of the idea, and 
G. K. Weston. Mr. Jones started in the 
banking business in 1896 but about 1919 
became interested in life insurance and 
acted as a representative for the Equit- 
able Life Assurance Society for over 
eight years. Mr. Weston was connected 
with the Sun Life of Canada for a 
number of years. The offices of the 
Weston-Jones Agency will be located 
shortly at 55 John Street. 





FORGERY LOSSES MOUNT 

Forgery losses increased from $30,000,000 
to more than $150,000,000 in the past five 
years according to the American Bankers 
Association and the American Institute 
of Accountants. This means that losses 
from forgery are one third as great as 
that of the annual fire loss. The reason 
for the tremendous increase in forgery 
losses is attributed by check forgery in- 
surance underwriters to its being the 
easiest and most certain means of attack. 





CENTRAL WEST CHANGES 


The Central West Casualty has discon- 
tinued its Cleveland, Ohio, branch office 
and established general agency rela- 
tions with the Nicholson Agency. Ed- 
ward A. Donoldson, who was the branch 
manager at Cleveland for the company 
is with the Ohio Casualty. 





Controlling interest in the Merchants 
& Employers. Insurance Company, of 
Montreal, has been purchased by a 
strong financial group interested in the 
Toronto Casualty Company, with which 
the Canadian General Insurance Com- 
pany, of Toronto, is already in close af- 
filiation. 
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Meaning of Workers’ 
Compensation Act 


SEES LEGAL HAIRSPLITTING 














Special Correspondent to Liverpool Jour- 
nal of Commerce Comments on 
Workers Compensation Acts 





An article written by a special corre- 
spondent to the Liverpool Journal of 
Commerce on the meaning of the 
Workers Compensation Act of 1923 gives 
considerable enlightenment of various 
dubious points. The article says that 
there is likely to be as much legal hair- 


splitting over the amended provision in. 
p £ 


the Workmen’s Compensation Act of 
1923 as there was over that in the 1906 
act. 


Commenting on Section 7 of the Act 
of 1923 that provides that accidents 
resulting in death or serious injury 
should be deemed to arise out of and in 
the course of employment, notwithstand- 
ing that the workman was, at the time 
when the accident happened acting in 
contravention of any statutory or other 
regulation applicable to his employment, 
or that he was acting without instructions 
from his employer, if such act was done 
by the workman for the purposes of, 
and in connection with the employer’s 
trade or business, the article says in 


art: 

“The 1806 Act simply gave compensa- 
tion in respect of accidents arising out 
of, and in course of the employment, and 
the question when the workman was 
acting within or without the sphere of 
his employment, was left for the court 
to decide, according to the facts of each 
case. 

“However elaborate and imposing these 
dicta appear, none of them were found 
to be of much use beyond the immediate 
case, except that of Lord Dunedin in 
Plumb vs. Cobden (1914) A. C. 62, where 
in dealing with the argument that a work- 
man, acting contrary to instructions was 
barred from claiming compensation in 
respect of an accident happening to him 
while so acting, he said: ‘the fallacy of 
this consists in not adverting to the fact, 
that there are prohibitions which limit 
the sphere of employment, and prohibi- 
tions which only deal with conduct within 
the sphere of employment. 

““A transgression of a prohibition of 
the latter class leaves the sphere of em- 
ployment where it was, and consequently 
will not prevent recovery of compensa- 
tion. A transgression of a prohibition 
of the former class carries with it the 
result that the man has gone outside the 
sphere.’ 


Analysis of Vexed Questions 


“That was found to be a most welcome 
and serviceable analysis of the vexed 
question as to scope of employment, and 
did yeoman service in argument and 
judgment under the act of 1906. It is 
obvious that the framers of the 1923 Act 
had the distinction in view, when they 
enacted that an accident might arise out 
of the employment though it happened to 
the workman while he was in disobed- 
ience to regulations or instructions. But 
what did they mean by the qualifying 
proviso: ‘if such act was done by the 
workman for the purpose of and in 
connection with his employer’s trade or 
business.’ 

“Take a frequent type of case such as 
Bourton vs. Beauchamp (1920) A. C. 
1,001. There a miner, who was employed 
to get coal by pick or shot firing, on 
arriving at the coal face saw a hole 
already drilled and stopped with stem- 
ming and the charred remains of a fire. 
He proceeded to remove the stemming, 
with a view to laying a fresh shot in the 
same hole, when an explosion occurred 
causing his death. 

“The hole had been charged two days 
before, but the shot had missed fire, and 
the act of deceased in removing the 
stemming was in breach of statutory 
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regulations made under the Coal Mines 
Act of 1911. It was held that in disobey- 
ing the regulations the man had gone 
outside the sphere of his employment, and 
that consequently his death was not due 
to accident arising out of and in course 
of his employment. 

“In our view, section 7 of the 1923 
Act was framed just to meet such a case 
as that, and it is probable that if a 
similar case arose now section 7 would 
be held applicable and compensation be 
awarded inasmuch as the workman would 
be considered as acting both for the pur- 
poses of and in connection with his em- 
ployer’s trade or business. 


Sphere of Employment 


“The result of all this is that although 
the action leading to the accident is done 
for the purpose of, or in connection with 
the employers business, yet, if thereby 
the workman enlarges the sphere of em- 
ployment, he loses the benefit of section 
7 of the 1923 Act. That is to say, the 
distinction drawn by Lord Dunedin in 
Plumb vs. Cobden, is still in full force 
and the acting in disobedience to or with- 
out instructions must still be within the 
sphere of the employment. We humbly 
think that such was not the intention of 
the 1923 Act. 

“Prior to it, transgressions of orders 
within the sphere of employment allowed 
of recovery of compensation, and it 
seems a fair inference that the intention 
of section 7 was to allow compensation 
for accident incurred through trans- 
gressions which enlarge the sphere of 
employment. 

“However the Court of Appeal have 
decided otherwise, and standing their 
judgment the distinction drawn by Lord 
Dunedin in Plumb vs. Cobden is still of 
the highest importance and may be con- 
sidered as unaffected by section 7. In 
that event the well-known illustration 
used by the same eminent judge in Con- 
way vs. The Pumpherston Oil Co. (1911), 
is still valid. Dealing there with the 


COAL MINE FATALITIES 





Fatality Rate for Month of August 1920 

Was 11% Lower Than For Same 

Period in 1924. 

Accidents at coal mines in the United 
States in August caused the loss of 195 
lives, according to information furnished 
by State mine inspectors to the Bureau 
of Mines, Department of Commerce. As 
the amount of coal mined was 53,765,000 
tons, the fatality rate for the month was 
3.63 per million tons, a reduction of 11 
per cent from the fatality rate of 4.07 for 
August of last year. 

Accident records of the Bureau of Mines 
for the first eight months of 1925 show 
1461 fatalities; those for the correspond- 
ing period last year showed 1,661. The 
eight months’ tonnage was 381,840,000 and 
363,520,000, in the two years, respectively. 
These figures indicate a fatality rate of 
3.83 per million tons for the present year 
and 4.57 for the first eight months of 
1924, a reduction of 16 per cent. 





Mass. Protective Assn. May 


Use Participating A. & H. Plan 

It is understood that the Massachu- 
setts Protective Association of Worces- 
ter, Mass., has under consideration for 
its non-cancellable accident and health 
policies a participating plan for policy- 
holders which will involve the return of 
the premium to them in whole or in part 
at the end of a stipulated period, prob- 
ably ten years, providing the policyhold- 
er has been on good behavior, by which 
is meant he shall have had no claims 
whatsoever. This idea of return pre- 
mium is being worked out in order to 
prevent policyholders from making claims 
fraudulently or for short periods. 








ways in which a servant might act out- 
side the sphere of his employment so as 
to exclude compensation, his Lordship 
said: ‘One way is when a servant does 
some other work than that for which 
he is engaged.’ ” 
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ALEXANDER GREENE & CO. 


Incorporated 
FORMERLY GREENE & GOETSCHIUS, Ine. 


MANAGERS 


Fireman’s Fund Insurance Company 


Home Fire and Marine Insurance Company 
AUTOMOBILE BRANCH—METROPOLITAN DISTRICT 


Union Indemnity Company 


General Agents—All Lines 
AUTOMOBILE—CASUALTY—INLAND MARINE—SURETY 
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Surplus and Reserves as to Policy Holders Over $3,000,000 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Automobile 
Plate Glass 
Burglary 
Liability _ 
Property Damage 
Workmen’s 
Compensation 
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Surety Conditions 
Favorably Reported 


SHOW INCREASED 





R. L. Neptune, American Surety, Com. 
ments on General Situation; Sces 
Improvement Ahead 





Nine months totals of gross and net 
premiums of the American Surety for 
the period ending September 30th, show 
record figures. 


In reviewing this record of increased 
business R. L. Neptune, manager of the 
production department of the comipany, 
states that the larger volume is shown 
in every line of the Company’s business 
and especially in bonds written for con- 
struction and other contract jobs. There 
is also a substantial increase in blanket 
bonds for financial institutions and jn 
various classe of inurance against bur- 
glary. 

Growth of the surety business in gen- 
eral. has been particularly noticeable in 
recent years, premiums the last year 
having increased more than fifty percent 
over the total net premiums of 1°20. In 
that period fidelity premiums alone have 
increased forty percent, a total of $29, 
795,888. In other classes of surety bonds 
the total net premiums last year amount- 
ed to $48,420,605, or an increase of sixty- 
four percent over 1920. The total net 
premiums on fidelity and surety bonds 
written by all companies in the United 
States amounted last year to $78,216,493. 

Commenting on the company’s record 
Mr. Neptune says, “The fact that a rec- 
ord business was available is a reflection 
of the general business situation. In- 
creased construction work, relatively 
easy money rates with abundant credit, 
increased earnings and improved condi- 
tion of the farmers are all factors which 
result in business in the surety field. As 
business in foreign countries is improv- 
ing and generally favorable conditions 
prevailing in industrial and agricultural 
centers, it is anticipated that a continued 
improvement in the amount of business 
available will be noticed during the next 
few months,” 





WISCONSIN STATE FUND 


The number of people insured in the 
state life fund have increased by 47 in 
the last quarter of the year with a jump 
in the number of policies from 664 to 
711, W. Stanley Smith, state insurance 
commissioner, announced. The policies 
now are for $675,300 as against $591,800 
three months ago. 

The state life fund grants all forms of 
insurance policies available from any 
company. Due to the fact that the state 
does not have the expense of agents and 
similar costs, state life policies are said 
to be considerably cheaper than policies 
from commercial companies. 





U. S. CASUALTY CHANGES 


The United States Casualty has 
formed a separate agency depariment 
which will operate under the direction 
of Assistant Secretary Moorehead, who 
has been in charge of the companys 
metropolitan department and of the per- 
sonal accident and health department. 
The personal accident and health de- 
partment will be under the joint cirec- 
tion of Wiliam P. Pinder and F. H 
O’Connor. Mr. Pinder, during the past 
five years has acted as chief u ider- 
writer’ in the accident and healt! de- 
partment. Mr. O’Connor recently joine 
the company, leaving the Royal Indem- 
nity. in which he served as assistant 
superintendent of the accident and 
health department. 





A temporary driver of a consolidated 
school bus is not an employe oi the 
school board in the sense: that he caf 
recover compensation under the work- 
men’s compensation act, according to 4 
decision of Commissioner Charles 


‘Kizer of the Virginia Industrial Com-— 


mission. 
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Sawmill and Quarry © 
Risks Unprofitable 
\ITITUDE OF U. S. CASUALTY 


Effective October 15, Associated Com- 
panies Will Not Underwrite These 
Lines, Says Announcement 








The underwriting of sawmill and 
quarry risks is discussed in the agency 
publication of the United States Casual- 


ty in an announcement to company 
agents setting forth the company’s at- 
titude towards these risks, 


| The announcement says: 


“Sawmill risks from an underwriting 
viewpoint and particularly the portable 
kind, have been steadily becoming more 
and more unprofitable at the going pre- 
mium rates and since this class of risks 
is on the prohibited list of a consider- 
able number of casualty companies, there 
has been a growing tendency upon the 
part of agents of such companies to 
broker these risks with our agents to 
be underwritten by the associated com- 
panies. : 

‘In the opinion of the present mem- 
bership of the associated companies, that 
organization should confine its under- 
writing to those classes of risks which 
present a catastrophe hazard and, quite 
obviously, agents of companies having 
membership in the associated compan- 
ies should make the most of their ad- 
vantage by refusing to place for the 
agent of a competitor, business which 
that agent’s own company will not write 
and we would like to have it understood 
that the facilities of the associated com- 
panies are maintained for the benefit of 
our own agents-and not for the agents 
of our competitors who are not mem- 
bers of that organization. 

“Much of what has been here stated 
regarding sawmill risks will apply with 
equal force to quarry risks. We do 


not recognize a distinct catastrophe haz- 
ard in the operation of a quarry and 
there is therefore no reason why these 
risks should be underwritten by the 
associated companies. They are, how- 
ever, carried in the prohibited list of 
some of our competitors and are accord- 
ingly quite frequently offered to us either 
directly or indirectly by agents repre- 
senting competing companies and since 
quarries are at best troublesome and 
expensive risks, they should be selected 
with very great care by any insurance 
carrier willing to underwrite them and 
it will therefore be the business policy 
of this company to carefully scrutinize 
any quarry risk offered to it before ac- 
cepting it. 

“On and after October 15th the asso- 
ciated companies will not underwrite 
any sawmill risks nor any quarry risks. 
Please be governed accordingly in your 
solicitation of risks belonging to either 
of these classes. 

“The associated companies will, as re- 
spects automobile policies issued to cover 
school busses, endorse such policies to 
permit the substitution of horse-drawn 
vehicles for insured automobiles during 
the winter season when automobile traf- 
fic, on account of weather conditions, is 
impossible.” 





CLAIM APPOINTMENTS 

The claim department of the New 
York Indemnity has recently made ap- 
pointments in the following cities: De- 
troit, Mich, C. M. Abbot, manager; 
Springfield, Mass., J. B. Murphy, mana- 
ger; Miami, Fla., Wesley H. Kelly Co, 
attorneys; Jacksonville, Fla., J. W. Bla- 
cock, attorney; Tampa, Fla., George B. 
Abbott, adjuster; Dallas, Texas, J. E. 
Vandivere, manager, and Nashville, 
Tenn., Mainer & Crouch, attorneys. 





Acompany to be knownasthe Mutual 
Rent-a-Car Mutual Automobile Casualty 
is being incorporated under the laws of 
New York State. 


NEED OF BOILER INSURANCE 





Travelers Indemnity Gives Ten Points 
Stressing Advantage of Protection; 
Value of . Inspections. 





Ten reasons for the need for heating 
boiler insurance are set forth in a .cir- 
cular issued by the Travelers Indemnity. 
The reasons given are the following. 


1. When a heating boiler explodes it usually 
means heavy repair bills on the boiler; frequently, 
damage to surrounding property; perhaps claims 
on account of death or personal injury and 
damage to the property of others. 

2. A heating boiler policy covers not only 
explosion, but also replacement of sections in 
cast iron boilers, arising from cracking and 
fracturing. 

5. The advantage of inspection service min- 
imizes the chances of accident. Periodic inspec- 
tions not only prolong the life of the boiler 
but, by discovering defects in time, greatly 
reduce repair bills. In the case of steel boilers, 
frequent and careful examination often results 
in the detection of conditions, which, if not 
discovered and remedied, might result in ex- 
plosion of the boiler or at least in rapid deter- 
ioration, 

4. When cracking of sections occurs, speedy 
repair is most desirable. 

5. The cost of replacing a broken section is 
only one item to be considered in case of a 
breakdown. The trouble of arranging for the 
purchase and installation and the supervision 
of the installation are very important factors. 

6. Competent boiler attendants are scarce. 
They usually have many other duties to per- 
form. The periodic visits of the Inspector will 
greatly assist the attendant in the proper care 
and operation oi boilers, which will result in 
greater efficiency and a reduction in fuel bills. 
In other words, the inspector acts as your ad- 
visor in the operation, care and maintenance 
of your boiler. 

7. Boilers are occasionally used during the 
Summer months as incinerators by janitors and 
others without the knowledge of the owner. 
The building of a fire in a cast iron boiler 
that does not contain water is practically certain 
to produced cracked sections. 

8. Sections crack from a great variety of 
causes—improper setting, changes in tempera- 
ture, accumulation of scale or dirt between the 
sections, internal stresses and. defects in the 
castings, and many others—and this may occur 
even when the boiler is not actually in operation. 

9. Nothing causes more ill feeling, some- 
times resulting in litigation between tenant and 
landlord than a boiler break-duwn during cold 
weather. Inspection meang a minimum of in- 
terruption in the use of boilers from Fall to 
Spring. 


10. It is impossible to know in advance how 
much a boiler explosion or break-down may 
cost. It is possible to know exactly what in- 
surance against explosion or break-down will 
cost. Why take a chance with uncertainty- when 
for a few cents per day you can purchase pro- 
tection and service under a Heating Boiler 
Policy. 


OFFERS STOCK TO PUBLIC 





Manufacturers’ Liability Offering 20,- 
000 Shares at $10 Per Share; Par 
Value Is $5 





The Manufacturers’ Liability of Jersey 
City, N. J., is offering for public sub- 
scription 20,000 of stock at $10 per share. 
In an advertisement appearing in a daily 
paper the company states that it is 
authorized to transact accident, health, 
liability, workmen’s compensation, prop- 
erty damage, collision and theft insur- 


ance in the folowing states: Delaware, 
Illinois, Indiana, Maine, Maryland, 
Massachusetts, New Hampshire, New 


Jersey, New York, Pennsylvania, Rhode 
Island, Vermont and the District of Co- 
lumbia. It is allowed to write all these 
lines with the exception of compensa- 
tion in Connecticut. 

Concerning the issue of stock the 
company said in the advertisement that 
the directors recently authorized an in- 
crease in the capital stock to $500,000 
by the sale of 20,000 shares with a par 
value of $5, for $10 per share—$5 to go 
to capital and $5 to surplus; this new 
stock to be offered to present stockhold- 
ers in the ratio of 25/100 of a share of 
the new stock for each share of the old 
stock so held by subscribers, any un- 
subscribed stock to be offered to the 
public at the same price. 





The Virginia Industrial Commission 
held a hearing recently on the question 
of whether insurance companies may 
continue to be represented before the 
commission by other than licensed law- 
yers. Decision was reserved. 
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Burglary. 
tractors’ Liability, Credit. 


Breakage. 
Fly-wheel Breakage. 
General Liability, 


Golf and 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 
Teams a 
Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON urites: 


Accident, Automobile Liability, Auto- 
mobile Property Damage, Automobile 


Contractors’ Contingent Liability, Con- 
Recttest Seameney _Ereingy, Ene 
Property 


tor Liability, 
Damage, Employers’ Liability, Engine 


Group Accident and Sickness. 


Manufacturers’ Liability, Marine 
Liability. 


Owners’ Liability, Owners’ Construction 


Teams Preperty 





THE SUPER-SERVICE COMPANY 
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Government: 


other insurance system: 


structure: 


my friends. 


HEAD OFFICE: 
55 Fifth Ave, New York 
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I BELIEVE 


—in the fundamental principles of Stock Company Insurance: 
—in the economic theory of private ownership upon which it is founded and which it advocates for 


—that Stock Company Insurance sustains a correct relation to the principles of our American 
—that it functions more effectively as a factor in the conduct of American business than does any 


—that it is and must be conducted up to a standard rather than down to a price: 
—that it has been and now is an essential factor in the development and maintenance of our economic 


—that its future prosperity depends upon how well it serves the insuring public rather than upon 
theoretical sales devices invented to meet temporary expediences. 


THEREFORE 


I am willing to be known in my community as its advocate and by the fruits which it bears. 
With confidence 1 offer it to my friends and my neighbors and to those whom I would have to be 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. S. Mgr. Phoenix Assurance Co., Ltd, of London 
D. R. Forgan, Vice Chairman, National Bank of Republic - - 
Fred L. Gray, of Fred L.. Gray Co., Gem, Agents - - -. - 
W. C. Potter, President, Guaranty Trust Company ef New York - 


Gee. D. Webb, of Conkling, Price & Webb, Gen. Agents - - - 
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Cc. M. BERGER 
United States Manager 


New York 
Chicago 


New York 
Chicago 
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Canadian Liability 
Insurance Figures 


PREMIUMS WERE $3,059,011 





Report of Dominion Insurance Superin- 
tendent Gives Premiums and Losses 
for 1924. 





Net premiums written and net losses 
incurred by Canadian insurance compan- 
ies under the heading of liability insur- 
ance in 1924 as set forth in a report of 
the Domirion Superintendent of Insur- 
ance disclose some interesting figures. 
The figures include all liability lines, ex- 
cepting automobile, and the large per- 
centage is on account of employers liabil- 
ity insurance. The figures are as follows: 


Prem- 

iums Losses 
Mattoter oS $4,318 $618 
Metish Oak ... 2.66.6... 90,550 84,496 
Canada Accident ...... 36,663 20,976 
Car and General ....... 4,543 645 


Commercial Union ..... 59 0 


Continental Casualty .. 2,844 9,651 
Dominion Gresham .... 63,139 22,665 
Dom. of Can. Gu. & Ac. 8,026 1,924 
Employers Liability ... 549,956 333,325 
Fidelity and Casualty 3,536 2,147 
Fidelity Insurance Siac ¢ 6,367 ~isoell 








General Accident of Can. 88,316 40,063 
Globe Indemnity of Can. 217,855 129,140 
Guardian of Can........ 37,254 


Hartford Acc. & In. ... 68,186 29,427 
Imperial G. & A......... 4554 455 
Imperial ns 3 cin ses 355 186 


Indemnity In. of N. A. 207,735 107,798 





Law, Union and Rock 20,197 2,482 
L. & EG Se OB Er ta 1 463 8,944 
London G. & A......... 131,435 129,468 
London & Lancashire .. 23,439 6,981 
London and Prov...... 497 0 
Maryland Casualty .... 45,592 14,824 
Merchants and Em..... 134,812 75,389 
North American Acc... 107,683 130,658 
Alliance Assurance ....$ 7,722 $ 4,160 
Northern Assurance 72,490 37,406 
Norwich Union Fire 55,680 32,151 
Ovean ALG) oa 100,815 36 
Railway Passengers .... 48,438 21,175 
Royal Exchange ...... 38,264 21,632 
Royal Indemnity ....... 3,039 —2,206 
Royal Insurance ....... 9,616 395 
Scottish Met. .......... 13,566 17,577 
Sun Insurance ....:... 5,930 7,874 
Wut a c,h are 203,273 146,513 
Union Assurance ...... 7,356 
Union Ins. of Canton.. 309,623 224,350 
United States F. & G... 143,698 72,132 
World Marine & Gen... 10,957 660 
Yorkshire Insurance ... 46,098 27,045 
Zurich General ........ 105,094 69,491 
Totals IP ans + $3,059, 059,011 1 $1, 889,037 





Casualty Courses of New 
York Insurance Society 


Two courses in casualty insurance have 
been arranged by the Insurance Society 
of New York. The intermediate course 
commences October 23 and the senior 
course commences October 21. 

The intermediate course is arranged as 
follows : 


Public Liability Insurance 
October 23, 30, 1925. Law of negligence. 
W. Meldon, General Counsel, 
Fire & Life. 
November 6. 
public liability. 
Union Indemnity. 
November 13. Study of mannual rules, classi- 
fications and underwriting principles. H. L. 
Kidder, secretary, Norwich Union Indemnity. 
November 20. Property damage liability. 
Milton Acker, mgr., compensation and_ liability 


Alfred 
General Accident, 


all forms of 
vice-president, 


Policy contracts, 
Norman, Hoag, 


depts., National Bureau of Casualty & Surety 
Underwriters. aa 
November 27. . Adjustment of losses. William 


A. Earl, General Attorney, Hartford Accident & 


Indemnity. 
Accident and Health Insurance 

December 4. Origin and development. 
Bellinger, W. L. Perrin & Son. 

December 11-18. Policy benefits and provisions. 
Moral hazard. Milton Sutton, superintendent, 
aceident and health department, Aetn. Life. 

January 8, 1926. Adjustment of losses. Dr, J. 
Bruce Galloway, medical advisor, Metropolitan 
Casualty. 


Charles 


urglary Insurance 
January 15, 2. 1 1926. (a) Development of bur- 
glary insurance. (b) Terms defined—burglary, 
larceny, robbery. (c) Underwriting and inspec- 
tion. Leo H. Carr, manager, burglary dept., 
National Bureau of Casualty & Surety Under- 


writers. ‘ é 
January 29. Residence insurance. Personal 
holdup. S. B. Brewster, asst. sec. and mgr. of 


the burglary dept., American Surety. 
February 5. Mercantile safe. George H. Otto, 


supt. burglary and plate glass dept., New York 
Indemnity. 

February 19. Paymaster robbery, office and 
store robbery. J. F. O’Laughlin, superintendent 
burglary dept., Royal Indemnity. 

(February 24, W ednesday: 5:15. Sales) 

February %. Bank burglary. Russell A. 
Algire, vice-president, National Surety. 

(March 1, Monday: 122:30. Correspondence) 


(March 3, Wednesday: 5:15. State supervision) 
March 5. Open stock. George H. Otto. 
‘orkmen’s tion 
March 12. Study of comparative laws in the 
United States and procedure. S. B. Ackerman, 
assistant professor, New York University. 
March 19. Study of underwriting principles 
and policy contracts and endorsements. Clarence 
W. Hobbs, special representative, National Con- 
ference of Insurance Commissioners on the Na- 
tional Council on Compensation Insurance. 
March 26. Study of mannual rates, rules and 
classifications. Richard V. Goodwin, chief under- 
writer, New York office, Maryland Casualty. 
April 2, 9. (a) History of rate making organ- 
izations. (b) Theory of schedule and experience 
rating. Leon S. Senior, manager and secretary, 
Compensation Inspection Rating Board. 


February 24, Wednesday: 5:15-6:00 P. M. John 
McGinley, general manager, Travelers Insurance 
Company. 


March 1, 8, Monday: 12:30-1:15 P. M. Henry 
G. Foard, secretary, Home Insurance Company. 


upervision 
March 3, 10, Wednesday: 5:15-6:00 P. M. Under 


direction of Superintendent of Insurance of the 
State of New York. 
SENIOR COURSE 
The Senior course is as follows: 
orkmen’s pensation 

October 21, 1925. Rating methods and organiza- 
tion. G. F. Michelbacher, sécretary-treasurer, 
National Bureau of Casualty & Surety Under- 
writers, 

October 28. Payroll auditing. W. Newell, 

E., supt., compensation and liability depts., su 
Indemnity Company. 

November 4. Adjustment of losses. Harry A. 
Dicker, supervisor, compensation claims dept., 
General Accident, Fire & Life Assurance Corpor- 
ation. 

November 11. Important legal decisions, in- 
cluding maritime cases. William Otis Badger, 
Attorney at Law. 

roperty Damage 

November 18, 25. Boiler insurance, policy con- 
tracts, underwriting principles, analysis of rates. 
Curtis C. Gardiner, manager, Hartford Steam 
Boiler Inspection & Insurance. 

December 2, 9. Flywheel, engine breakage and 
electrical machinery insurance, policy contracts, 
underwriting principles, analysis of rates. John 
E. Gossett, mgr., steam boiler and machinery 
depts., Travelers. 

December 16, 23. Sprinkler leakage and water 
damage, policy contracts, underwriting prin- 
ciples and analysis of rates. Walter B. Vaughan, 
supt., water damage dept., Aetna Casualty & 


Surety. 
Plate Glass Insurance 
January 6, 1926. Nelson D. Sterling, vice-pres- 
ident, Fidelity & Casualty Se en 
Statistical Methods and State Returns 
January 13, 20. (a) State returns—description 
of schedules. (b) Coding. C. S. Warren, chief 
Fe regs: Ocean Accident & Guarantee Corp., 
t 
Conservation and Accident Prevention 
January 27, February 3. Ralph E. Prouty, 
supervisor, inspection department, Aetna. 
ome Office Administration 
February 10, 17. Frank J. O’Neill, vice-pres- 
ident, Royal Indemnity. 
February 24. John McGinley, General Manager, 
Travelers Insurance Company. 
Corr 
March 1, 8, Mondays: 
William Street. Henry 
Home Insurance Company. 


lence 
12:30-1:15 P. M. 123 
Foard, Secretary, 


tate Supervision 
March 3, 10. Under direction of the Superin- 
tendent of Insurance of the State of New York. 


MANAGERS HOLD LUNCHEON 

The Casualty Managers’ Luncheon 
Club held a luncheon at the Drug and 
Chemical Club Tuesday. W. L. Mooney, 
vice-president of the Aetna Life and af- 
filiated companies was the speaker. 


LEVIES ASSESSMENT 

The governing committee of the Com- 
pensation Rating and Inspection Bureau 
of New Jersey have levied an assessment 
due and payable as of October 1 to cover 
the estimated expenses of Bureau opera- 
tion for the fourth quarter of the year. 
The rate is computed on the net written 
premiums for the twelve month period 
of July 1, 1924 to June 30, 1925 which 
amounted to $9,156,943. 
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THREE HUNDRED 
SALES 
POSSIBILITIES 








HERE are approximately 500 dif- 
ferent kinds of bonds listed in the 
ordinary surety rate manual. 


Conservatively speaking, about 300 of 
them are in more or less constant de- 
mand. 


In other words, every surety salesman 
has in the neighborhood of 300 sales 
possibilities from which to build a profit- 
able volume of business. 


This fact, plus the advantage of a con- 
nection with a company which is noted 
for the promptness with which it meets 
its obligations, is one reason why sev- 
eral thousands of insurance men are 
finding it pays to represent the F & D. 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds 
and 
Burglary Insurance 


Him tom\ BAe ee 








E. U. 10 

PRODUCTION DEPARTMENT, | 

FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


If you are not already adequately represented in this territory I wil! 
be glad to have full information regarding an agency connection with 
your Company. 
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Announcement 


The GENERAL REINSURANCE CORPORATION takes pleasure in 
announcing the appointment of 


Mr. W. W. GREENE 


formerly actuary of the National Council on Compensation Insurance as 


ACTUARY and COMPTROLLER 


ae — - ~—~ 


of this corporation. 


Mr. Greene’s selection, while greatly strengthening the organization of 
the General Reinsurance Corporation, was made primarily with the interest 
of its Treatyholders and Clients in mind. His many years of experience in rate 
making problems as they affect Casualty and Surety business in this country 
peculiarly fit him for the position he now occupies. 


The General Reinsurance Corporation considers every Treatyholder and 
Client a partner. We desire to co-operate in the mutual problems affecting 
our business. With pleasure we take this opportunity to advise all our Clients 
and prospective Clients that Mr. Greene’s services in Actuarial or Statistical 
problems or in the study of experience in the various lines will be at their dis- 
posal without charge; as an added factor in our SERVICE TO TREATY- 
HOLDERS which the GENERAL is making the basis of its business. 


GENERAL REINSURANCE CORPORATION 


Casualty and Surety Treaty Reinsurances 
Excess and Catastrophe 


Home Office—80 Maiden, Lane, New York 


J. G. WHITE 


President 


CARL M. HANSEN 
Vice President-General Manager 
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The PERFECT PROTECTION MAN | 
“No Wonder He Smiles! 


On September 16th 


One Perfect Protection Man already paid for over 
$1,500,000. Another paid for over $750,000. Two others 
paid for over $500,000. Ten others paid for over $250,000. 


Seventeen others paid for over $200,000. 


And in the Whole Organization 


One in every four full time representatives already paid 
for over $100,000. These are Perfect Protection Men 


And this is Perfect Protection 





accident. 





$ 50.00 weekly, for ar: unlimited period during disability by 


50.00 weekly, for 52 weeks during sickness. 


3,200.00 every year for life, payable monthly if totally and 
permanently disabled by accident. No further pre- 
miums to pay and no deductions from the face of the 
life policy as the result of payments so received. 


3,200.00 for one year, if totally and permanently disabled by i © 
en Ou disease and $600.00 each year in monthly payments, he even oints 


thereafter for life. No further premiums to pay and 


no deductions from the face of the life policy as the 


M t result of payments so received. 
e d 5,000.00 payable upon natural death. of RELIANCE 








Service 





Sucmeial Man) 


E was as much a stranger to you as “the 
man the world forgot.” You knew 
nothing of his business, his finances or the 
clubs he frequented. Yet, you remembered 
him. It was just his enthusiasm, after all, 
that fixed him for all time in your memory. 
Perfect Protection Men possess that 
rare quality which goes hand in hand with 
prosperity. 
Perfect Protection Men are life under- 
writers—plus. 


A direct contract with the Company with the general or 
state agent’s commissions eliminated. 


Unrestricted territory. 

Perfect Protection—the service which succeeds when life 
insurance alone often fails. 

The Reliance Branch Office system of miniature Home 
Offices which provide quick and adequate facilities for 
business transaction. 

An equipped office in the Branch Office cities with no 
cost of overhead. 

The personal counsel and cooperation of Reliance Super- 
visors—salaried Home Office representatives—in agency 
building. 

Reliance Life, which gives its representatives the prestige 
of a strong, progressive institution. 


By its administrative policy, this institution will never outgrow its ability to 
render personalized service to its agency representatives. Should you be interested 
in the unusual plan of Reliance Life operation, a letter to the Home Office will 


bring complete information. 








REWIANCE LIFE 
ps 


PERFECT 





THE RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
FARMERS BANK BUILDING, PITTSBURGH, PA. 



































